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Keep Your Feet Young 


Says A. L. Gude of Los Angeles 


/ ry are only as ‘young’ as 
your feet feel young, willing, 
springy, contented. 

“A poorly shod army is a defeated 
army. 

“From the cradle to the grave 
your feet are your most faithful 
friends—and, in many cases, we 
consider our feet with less thought- 
ful guardianship than any other 
friendship we are fortunate in pos- 
sessing. 

“The average man. and woman 
takes 18,908 steps a day, or between 
breakfast and bedtime walks a dis- 
tance of seven and two-fifths miles. 

“The average business man walks, 
in his office only, farther than from 
Los Angeles to San Francisco every 
two months, Three round trips to 
San Francisco and back a year—on 
foot! And it is harder walking, over 
the office floor—or about the home— 
than out on a. golf course, or hiking 
the dirt trails of a mountain. 

“A pedometer investigation regis- 
tered eight miles a day for a shop 
girl (2640 average steps make a 
mile) ; twenty-five miles in three days 
for a doctor who drives his own car 
and does most of his walking in a 
hospital; nine miles a day for a rail- 
road conductor, taking tickets and 
calling ‘All aboard!’ 


“Sixty miles'a weék for a manu- 
facturer’s salesman, or. 150,000 
steps.” 


What other merchants tell the pub- 
lic in ertsp .style .is to be gleaned 


from the following. ‘The spirit is # 





Sis your selling goal and work 
toward that goal.’ Go after the- 
customers for your merchandise. 
Advertise with regularity and con- 
sistency so that these folks will be. 
constantly under the influence of 
your advertising. Construct your 
advertisements with skill so that 
they will be effective in molding 
the opinion of these people, creat- 
ing goodwill for your stores, and 
inspiring in them the desire 





not “the public be damned,” but the 
public be served! 

The Mar-Adams Co., Cleveland, 
says: “There’s a real man’s atmos- 
phere about our shoe department. 
Men just ‘let go’ when they come in 
to see us—relax, smoke and rest 
comfortably while experienced shoe 
men give expert attention to their 
needs.” 


UNDEE Shoe Store, Passaic, 
says: “The first to welcome 
you to Washington, last to say fare- 
well—the white dome of the National 
Capitol . . and, like Smith 
Smart Shoes, its beauty is secured 


by the:quality of its foundation.” 


Hahn, Washington, D. C., says: 
“Tt’s the constitution that counts— 
in shoes as well-as people.” 

M. H. & M., Wheeling, says: 
“Smart new oxfords for the men 
about town. Free from ornamenta- 
tion, they depend rather for their 
distinctiveness on their smart cut 
and novel lines.” __ 

Beacon Shoes, Atlanta, says: “You 
take no chances when you buy Bea- 
cons, because we cannot afford to 
take them.” _ 


OHN WARD, Newark, N. J., 


ris says: “Staunch, sturdy and 
smart, John Ward brogues...a 
Walk-Over, New York 











Sell 
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To Interpret the Styles Conference in Each 
Region—First New England 


HE semi-annual meet- 
i ing of the Massachusetts 

Retail Shoe Merchants 

Association was made the first 
of a series of talks by national 
speakers—selling the platform 
to the country as established 
by the National Shoe Styles 
Conference in New York. 

Chairman John J. Holden, 
who was the leader of the re- 
tail shoe merchants’ style 
group in planning women’s 
footwear for the months just 
ahead, prefaced his remarks 
by telling of the question 
asked him by the enterpris- 
ing woman reporter from one 
of the local dailies, who said, 
in reply to his comment, “This 
is the ankle age,” “You do not 
mean to tell me that ankles 
have sex appeal?” “Possibly 
and positively,” said Mr. Hol- 
den. 

Mr. Holden said that style 
is now the factor in women’s 
shoes—that there was a time 
when a womaan’s shoe, as was 
a man’s shoe, was considered 
almost entirely from a utility 
point of view. That day has 
passed when a woman comes 
in and very slowly pulls up 
her dress to show her ankle 
and a cotton stocking with a 

hole in it—and a pair of 
shoes with a hole in them— 
and perhaps a piece of card- 
board in them to keep her 
foot off the ground. 

Style is the greatest 
thing we have ever had in 
the shoe industry — we 
must pay particular atten- 
tion to it at all times. But 
do not let style run away 
from us—I feel that if we 
handle style sanely, we can 
use it to our advantage. 


We must adopt certain basic ideas 
and work upon these lines. We set 
forth these ideas at our style con- 
ferences. 

For instance—the thought is— 
we buy dark colors in the fall— 
light colors in the spring, becom- 
ing lighter as the season prog- 
resses—that is the thought back of 
the making of our present program. 

A dress buyer will purchase six 
colors in six dresses—one of 34, two 
of size 36, two of size 38, and one of 
size 40—a size 36 can be put on the 
size 34 woman, with a few altera- 
tions, for which the customer pays; 
a size 38 can be put on the size 36 
woman, with a few alterations. But 
when you buy 15 pairs of AAA to D, 
you have 49 different sizes on just 
one number—and you have all of 
these widths in everything—say 
from 5% to 11. 


OW if these dresses cost $20, 

you can put a price on them of 
$35 or $40, and no one has a word to 
say about the cost of dress to the 
merchant. 

Buy a line of shoes—say 115 pairs 
—and sell off 36 pairs; then you have 
a broken schedule, and no alteration 
room to help you out. Yet the mark- 
up throughout the industry is prac- 
tically the same on shoes as on other 
wearing apparel. This is entirely 
unjust—if they are entitled to 40 per 
cent, we are certainly entitled to 60 
per cent. When 36 pairs of these 
shoes have been sold, we have a 
broken schedule—we then have to 
fit the people who come in with size 
feet. After we have sold possibly 
85 pairs of these shoes, we have 
made the cost of these shoes. If 
we are lucky we have about 15 pairs 
of shoes left to dispose of as best 
we may—for shoes do not come by 
the yard—the best we can do is to 
put them into job lots. 


Clothes Make the Man 
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natn a Colorful Spring, 1927 


To Establish with One Accord the Profit-way 
to Style Popularity 


ch 


pas This standardizing of shoes is all 
set wrong—we need s we need it 
on- every moment—and people are en- 
titled to style in shoes—but they 
— should pay for it. We do not hear 
|— a word of investigation when a sable 
m- coat sells for $50,000, but loud pro- 
g- tests at shoes for $15. _ 
of We are trying to stabilize an en- 
m. tire industry. There was not a tan- 
ix ner at that meeting who had any 
wo objection to the program as formu- 
of lated by the retail shoe merchants. 
he It was a retail shoe merchants’ pro- 
a- gram, because it was adopted with- 
8; out the slightest change in phrasing 
36 from the retail merchants prelimi- 
4 nary platform. 
st S to pattern—there is not a line 
of of shoes in the country that 
Ly does not seem to me to function right 
as to pattern. Most of us have had 
about the same experience as to new 
0, patterns. Before a new pattern gets 
of started, we start another, and before 
to that is started, another one gets 
1e going. I notice when I stand on my 
floor and listen to customers’ re- 
rs guests that there is always a query 
re for “Something new.” “What have 
n you new?” they ask. 
c- Now you can handle that situation 
2 very nicely, for in the shoe styles for 
r spring, the pattern is not the thing 
y —it is color which will be the im- 
r portant consideration — and that 
0 thought should be passed across to 
e the customer. 
a About a year ago, I went to Europe 
#] and heard considerable about where 
e style originated—I went to Paris— 
y and I assure you, after three weeks 
> of hard work—from early morning 
f until late at night—traveling in 
; taxis to the places where styles were 
; supposed to originate, I found very 
F little original style. I can find more 
} style in any large city of the United 


States today, in twelve hours of 





| Pipettes’ 
do you think boots? Most 
two around.on the counters. 
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Boots! Boots! Boots! 
; with hats, coats, bags 








window shopping, than I found in spring and the summer program. 
five weeks on the other side. I Do not overbuy on color in these 
found over there, however, that they [CONTINUED ON PAGE 91] 
seemed to have plenty of time to 
give to colors and harmonies of 
color. I thought of the same idea 
as applied to shoes—and;that is why 
I emphasize colors. .THE MOST 
IMPORTANT THING IN SHOE 
FASHIONS TODAY IS COLOR. 















OLORED footwear is more 

beautiful than ever for the 
months just ahead. Pattern has 
already ceased to be 
the paramount style 
feature in the exhibit 
of style fpotwear. 
There is an abundance 
of excellent patterns in 
almost every line to- 
day. Owing to the im- 
portance of color, retail 
shoe merchants can, if 
they so desire, make use of a 
few good selling patterns and 
eliminate a good percentage of 
style risk. The order of style 
importance for this coming 
season is 1: color; 2: ma- 
terials; and 3: patterns. 
Now remember that order, and 
also please remember that these 
Seasons we are coming to are 
those of spring and summer. 





































GREAT number of retail 
A shoe merchants from one 
end of this country to the other, 
will want to rush in on color. 
If so, it will be disastrous— 
Never step in and overbuy on 
color, If we show colored shoes 
that are intended for spring and 
summer selling to the public in 
December and January — there 
will be some trouble in selling 
these shoes when the spring 
and summer months come. We 
are now talking about the 
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of Fashion 
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The Recorder Presents 
the Style of the Week 


EW pattern lines are extremely 
Nine to find. The shoe is 
of such a small area that it is 
almost believable that there is no 
line that has not as yet been tried. 
Nevertheless, with thousands of 
designing brains concentrated on 
patterns of shoes there is bound to 
be a surprise now and then through 
a new treatment. The shoes shown 
on the Hand of Fashion have demon- 
strated that. 

The real artistry of style design- 
ing today is picking the right color, 
having it made up in the proper ma- 
terial, then getting a distinctive pat- 
tern and playing the shoe on a com- 
plete run of sizes. 

Here we see a wine shade quarter 
with a lizard heel, forepart and front 
strap wherein the foot is given beau- 
tiful stream lines and at the same 


time is enclosed in leather to give it 
maximum fitting values. 

Miss Veda L. Moore has again 
consented to serve in the illustration 
of this shoe. 


* * * 


ESIGNERS who have given 

their attention to the creating 
of complicated patterns could to ad- 
vantage transfer their activities to 
the study of color combinations and 
color harmony subjects that the 
RECORDER has featured in a large 
way during the past. decade. 

The colors in which ‘volume busi- 
ness for spring and summer is 
looked for are basically “rose blush” 
— “stone” — “pastel parchment” — 
“sell gray” and “pastel tans.” 

Expressed in novelty leathers and 
in reptiles two and three tones of 
a given color will sell together with 
contrasting colors. 

Tans especially will grow lighter 


as the season advances since a simi- 
4 


lar movement is assured in dress 
fabrics for women’s wear. 
* * * 


RESENT at the opening night 

of the Opera especially in the 
parterre boxes of the Metropolitan 
Opera House were graded shades of 
rose pinks. Still more indicative of 
coming events in the world of colors 
was the presence of rose shades at 
every important gathering of the 
wives and daughters of millionaires 
held during the closing months of 
the recent summer. 

* * * 

Inasmuch as blue with gold is @ 
familiar combination, and since gray 
with gold is an American classic, we 
may confidently look for yellows 
come prominently forward with the 
approach of spring, since blues and 
grays are assured favorites for the 
approaching seasons and for the 
reason that both combine 
yellows. 

[CONTINUED ON P. 
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Shoe Shocks No. 2 
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Breaking Records 


AKE our weather as nature gives it to us. One 

man prays for rain while another man wants 
dry weather. In the evening up of the scheme of 
things, nature goes to one extreme in one year 
and to another in the next. It is a good plan to 
put on the top of your daily record sheet what 
the weather is and a little diary as to your theory 
of why business is good or bad on that date so 
that when another year rolls by you can compare 
it with the records that you have set up. 

One of the heart troubling things in business is 
the race to beat records of a year ago. We lay 
out by the week or month what volume of business 
we have accomplished and when another year 
comes around, we feel that we have made no prog- 
ress unless a substantial increase is noted. This 
is, of course, the healthy thing, but in a spiritless 
buying season it is a very uncomfortable mental 


time keeper. 


Be Considerate 


N the highway of business, if all the ma- 
chines are going along at a careful rate, each 
man considerate of the next man, very few acci- 
dents will happen. But if instead, speculation is 
rife and one man rushes in front of another, some- 
body is bound to be hurt. Business is fundamen- 
tally sound; but to be conservative in your driving 
is the order of the day. We can’t all drive at 60 
miles an hour; we have got to find a pace and ac- 
celerate it by good judgment. 
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There should be a special punishment for the 
man who repeats stories that cannot be substan- 
tiated. We wish that we could establish a con- 
tagion camp for knockers; some place where we 
could send every man who spreads calamity just 
for the malicious pleasure of poisoning some other 
fellow’s mind. 


Too Cheap Credit 


REDIT is so cheap that it is making competi- 

tion more intense through inevitable failure. 
There are men with no shoe experience, a glib 
tongue and a lean purse who see every line shown 
them, buy as much as they can, sell at any price 
and hang on as long as creditors will allow before 
the smash up. These “fly-by-night rings” are on 
the increase. Too many firms take a chance on 
credits in the belief that 98 per cent of the people 
are honest. 

There have been many examples of collusive 
conspiracies of late among bankrupts with the aid 
of unscrupulous lawyers. The whole plan is laid 
out in advance. The master minds aid the bank- 
rupts in victimizing creditors. Exorbitant fees 
are paid to receivers; fraud is winked at; finan- 
cial statements are falsely sworn to and the easy 
pickings through bankruptcy has made profitable 
these schemes. 


Less Stock—More Profit 


ECENT articles on “Big Business” indicate 
that the railroads have adopted hand-to- 
mouth, or seasonal buying. Materials and sup- 
plies accounts have been decreased to a marked 
degree. For instance, the Pennsylvania Railroad, 
in 1921, had a “materials and store account” of 
$120,000,000. At the end of 1925 this account was 
reduced to $50,000,000 by changing from a yearly 
to a seasonal buying policy—month to month is 
the better word. In the same period the New 
York Central reduced its materials and store ac- 
count from $80,000,000 to $50,000,000, and the 
B. & O., and the Mo. Pac., both reduced from a 
$40,000,000 to a $20,000,000 materials and store 
account. 

In 1925 the Pennsylvania purchased, exclusive 
of coal for fuel, $126,000,000 worth of supplies— 
a turnover of two and one-half times! 

The railroad company’s dollar is working 
harder and more rapidly. In fact, twice as fast 
in most instances, as it did three or four years 
ago. 

For seven months of 1926, ending July 31, (July 
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partially estimated) “Operating Expenses” were 

detailed as follows: 

For rendering transportation service, the revenues 
were. $396,345,000, this as compared with the 
same period of 1925 represents an increase of 
5.70 per cent. 

The above service cost (in wages, materials, de- 
preciation, taxes, hire of equipment, etc.), a 
total of $342,032,000, an increase of 4.73 per 
cent. 

Leaving the Railway Net Operating Income of 
$54,313,000, an increase of 12.25 per cent. 

Cheers for the little old Pennsy! She is com- 
ing out of the war time mess.in fine shape. But 
this wonderful showing. reflects, greatest credit 
upon the management that has had the foresight 
and wisdom to “reduce stock” and buy frequently 
rather than to carry a large burden in warehouses 
and stores.. With increased cost of pay roll, taxes, 
hire of equipment, etc., the Pennsylvania shows 
the handsome increase of 12.25 per cent. 


Take a Good Look 


UT down the reasons why you think yourself 
a capable shoe merchant and against this 
enumerate the items in which you are lacking. If 
you are as honest in invoicing yourself as you 
were in your stock inventory, you will have a keen- 
er conception of who you are and what you can do. 

Having before you the inventories of yourself 
and your merchandise, carefully plan your method 
of operation for the coming year. You can easily 
see wherein you are strong and where you need 
help. If you are weak in buying novelty shoes, 
employ some one who can give you the necessary 
help. If in need of additional capital consult 
your banker. 

If your stock is top heavy, confer with your 
salesforce. Plan with them the best way out. Be 
alert at all times to what your in- 
ventories disclose. From these 
you have decided your policy 
which was_one consistent with 
the ambition you originally had, 
to lay a foundation for a progres- 
sive business. Take another look 
at the forty-eight questions by 
Professor Frey in last week’s 
issue—every one needs a specific 
answer in your store. 


Mark-Downs 


HE trouble with the great 

shoe industry today, is not 
mark-up, but mark-down. When- 
ever shoe men get together there 
is a large and clamorous howl 
about mark-up. One man says 
that he can’t put a decent 
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mark-up on his merchandise because his com- 
petitor down the street marks his shoes on a close 
margin. Meet the other fellow’s price is a good 
enough theory in keen competition, but it is not 
the real trouble with the trade. Failure to make 
money may sometimes be attributed to lack of 
sufficient margin of mark-up. On the other hand, 
a large part of the lack of profits lies in the big 
mark-down that nearly all shoe merchants are 
forced to take at the end of the season on the odds 
and ends left in their stocks. Onlf‘last week a 
New York shoe merchant who is looked upon as 
a success by his fellows admitted that close to 
per cent of his stock is unsalable. <M 

Here is the real nub of the shoe trade at present. 
In playing the style game, a merchant can’t afford 
to take chances on leftovers. He must learn to buy 
the right number of right sizes. Let every mer- 
chant keep an accurate record of the sizes he sells 
and then gauge his buying accordingly. 

At the same time he should not neglect to get 
a good margin of profit on his merchandise. That 
is of vital necessity, too, but even more vital is the 
need of cutting down the mark-downs. 


Fighting Pedlars 

GROUP of several Atlanta merchants, repre- 
senting dealers in most of the important re- 
tail fields, recently started the publication of a 
series of full-page advertisements in the Atlanta 
daily newspapers on a cooperative basis, the ad- 
vertisements appearing once each week, to combat 
the competition of house-to-house canvassers who, 
during the past year or two, have been visiting 
the city virtually in hordes, as it were, and taking 
a considerable volume of business away from the 
legitimate retailers in the city who naturally feel 

that this is business to which they are entitled. 
To express the situation in ver- 
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Ts plans for the Southwestern 
Shoe Retailers’ Association 
convention, to be held in St. 

Louis Nov. 29 and 30 and Dec. 1, 


~ have been perfected and President 
Arthur E. Ebbs reports that a 


record attendance is anticipated, 
judging from advance. hotel reserva- 
tions. 

“As the time for our convention 
approaches,” said’ Mr. Ebbs, “we are 
more and more convinced that the 
dates we selected are logical and 
practical to call a convention. The 
lull that occurs immediately follow- 
ing Thanksgiving gives every shoe 
merchant an opportunity to leave his 
business and come to the convention. 

“These three days spent at the 
convention will bring fresh ideas 
and selling. thoughts, equipping the 
merchant to plunge into the holiday 
business with a more definite pro- 


‘gram, 


‘67 N St. Louis he will see the new- 

I est fashions in spring footwear 
at the St. Louis Pageant of Foot- 
wear Fashions, which will be held 
at the same time the convention is 
in progress. There will be more 
than 275 lines of spring shoes dis- 
played, and no alert, aggressive shoe 
merchant can afford to ignore this 
tremendous influence of style. He 
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can acquire accurate style informa- 
tion which will better enable a mer- 
chant to definitely plan his selling 
campaign, cleaning out undesirable 
merchandise during December to 
make room for spring shoes in 
January instead of using the latter 
months as a clearance period.” 


N innovation which undoubtedly 
will meet the approval of the 
members is that all meetings will be 
luncheon gatherings. Taking a tip 
from the business world where much 
business is discussed over’ the 
luncheon table, the Southwestern 
has sounded an economical note in 
the saving of time during the con- 
vention by arranging these. business. 
luncheon affairs. Everyone must 
eat, and the meetings to be held on 
the mezzanine floor, Parlor A, of the 
Statler Hotel on Monday, Tuesday 
and Wednesday, will fit in admirably 
with the plans of the merchants. 
The program is outlined as fol- 
lows: 


Monday, Nov. 29. 
8.30 to 12.Noon—Registration, Ho- 
tel Statler lobby. 


12.00 Noon—Luncheon, Parlor A, 
mezzanine floor, Hotel Statler. 
President Arthur E. Ebbs, 
presiding. 
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12.30—President Ebbs calls meeting 
to. order. 


12.35—Secretary’s report. 
12.40—President’s message. 


12.45—Address by John J. Baird. 
president National Shoe Re- 
tailers’ Association. 


12.50—Address by Governor Sam A. 
Baker of Missouri. 


1.05—Address by Margaret Hayden 
Rorke, Textile Color Card As- 
sociation. 


1.45—Meeting adjourns. 


2.15—St. Louis Pageant of Foot- 
wear Fashions, sixteenth floor, 
Statler Hotel. Tickets can be 
secured at registration booth 
in lobby of Hotel Statler. 


Tuesday, Nov. 30. 
8.30 to 12 noon—Registration. 


12.00 Noon—Luncheon, Parlor A, 
mezzanine floor, Hotel Statler. 
Vice-President Reuben Stiefel 
of Memphis, Tenn., presiding. 


12.30—Vice-President Stiefel calls 
meeting to order. 


12.85—Address by Judge Marvin H, 
Brown of Fort Worth, Tex. 
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1.05—Address by S. J. Brouwer 
of Milwaukee, Wis. “Proper 
Shoe Fitting.” 


1.45—Meeting adjourns. 


2.15 and 8.15—Pageant of Foot- 
wear Fashions, sixteenth floor, 
Statler Hotel. 


Wednesday, Dec. 1. 
8.30 to 12 Noon—Registration. 


12.00 Noon—Luncheon, Parlor A, 
mezzanine floor, Statler Hotel. 
Vice-President A. J. Kempner 
of Little Rock, Ark., presiding. 


12.30—Address by A. H. Geuting of 


Geuting’s, Philadelphia, Pa. 
“Selling Hosiery in the Retail 
Shoe Store.” 


1.05—Address by Jesse Adler, New 
York City. “The Men’s Style 
Trend.” 


1.45—Meeting adjourned. 


| 
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2.15 and 8.15—St. Louis Pageant 
of Footwear Fashions, six- 
teenth floor, Hotel Statler. 
Tickets can be secured at reg- 
istration booth in lobby of 
Hotel Statler. 


There will be a short business 
meeting on Wednesday morning . at 
11 o’clock at ‘which the business pro- 
gram will be taken up. Reports of 
committees, resolutions, report of 
nominating committee and election 
of officers will be the principal mat- 
ters to be disposed of. 


EDUCED railroad rates have 
been granted the Southwestern 
Shoe Retailers’ Association for their 
convention. When purchasing ticket, 
request reduced fare certificate or 
receipt. When securing return 
ticket from St. Louis this certificate 
will be validated and one half-fare 
return ticket will be sold. 
Validating office will be located in 
the Hotel Statler, main floor lobby. 
Joint ticket office will also be estab- 
lished in the hotel for the conve- 
nience of the members. 














St. Louis says 
early, even if 





shoe trade has to 
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Southwestern President’s Dinner, 
Nov. 28. 


RTHUR E. EBBS, president of 
the Southwestern Shoe Retail- 
ers’ Association, will give the annual 
President’s Dinner on Sunday eve- 
ning, Nov. 28, at the Missouri Ath- 
letic Club. To this affair are invited 
the principal manufacturers and out- 
standing retail shoe merchants of 
the United States. It is unquestion- 
ably the most brilliant of any of the 
functions given during the conven- 
tion. In addition to the officers and 
directors of the Southwestern Shoe 
Retailers’ Association, the directors 
of the National Shoe Retailers’ As- 
sociation are also included in the in- 
vitation. President John J. Baird 
will be present, as well as a number 
of the directors. 


HERE are no serious talks per- 
mitted and the dinner resembles 
those of the famous Gridiron affairs 
conducted by the Washington news- 
paper correspondents. 
It is expected that at least 100 
guests of Arthur E. Ebbs will be 
present. 











Baty 9 1927, shoewise, is to arrive 
out 





of the winter snows. Pull together, and 





the trick can be turned 
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Every Zone Styles Its Own 


Competition of Beauty in Footwear and Models 


for N. S. R. A. Convention 


HE fifteenth annual convention country special committees and local each year placing more and more 


| of the National Shoe Retailers’ associations are actively canvassing value on the conventions of their 
Association is to be held in the dealers in an effort to secure a rec- national association. 


Hotel Sherman, Chicago, on Jan. 4, 
5, 6 and 7. 

Manager George M. Spangler ex- 
pects shortly to be able to release a 
list of speakers who have been en- 
gaged to discuss problems that are 
confronting every retail shoe mer- 
chant today. In selecting these 
speakers a great deal of care has 
been used to secure men who have 
had actual experience in merchan- 
dising footwear. These men will not 
only give the convention visitors 
plenty of new money-making ideas 
but will warn them against plans 
which might appear worthwhile but 
which have in practice proved other- 
wise. 

In planning the program Manager 
Spangler has had in mind the aver- 
age merchant and is endeavoring to 
build a series of talks which will 
benefit the rank and file of the 
dealers rather than the high speed 
specialist. It is his opinion that the 
N. S. R. A. is of real value to the 
industry because it helps average 
dealers to become better merchants. 

Retail merchants who have become 
experts in store management, turn- 
over, window display, advertising 
and other avenues for increasing 
business will give short, interesting 
talks on the methods that have been 
successful in helping them get more 
than their share of business. Fol- 
lowing each address these speakers 
will answer questions and advise 
with dealers who are interested. 


T is expected that the convention 
this year will attract the largest 
number of merchants that has ever 
attended one of the annual N. S. 
R. A. get-togethers. All over the 





expected to be represented on the 

N. S. R. A. runway. This week 

the city of Memphis decided to fea- 

ture Miss Memphis to be styled in 

Tennessee to show the shoe world 
style all the while 





ord-breaking attendance. The de- 
mand for hotel reservations already 
made indicate that the dealers are 


The new plan for the footwear 
fashion revue, which calls for re- 
tailers showing the best selling 
styles on the runway rather than 
manufacturers, is being given credit 
for the new enthusiasm that is be- 
ing shown over the convention. 
Under this plan the country is di- 
vided up into 20 retail selling zones. 


COMMITTEE of retailers doing 
business in each zone will select 
shoes, to be shown on the runway, 
that are expected to be the best styles 
for their particular zone. In that 
way every convention visitor will be 
able to see just what shoes other mer- 
chants in his section of the country 
are planning to feature for spring 
and plan his buying accordingly. 
This new plan is expected to re- 
duce materially the style hazard that 
merchants of today are constantly 
striving to overcome and establish 
to a marked degree certain guide 
posts for buying which will make it 
possible for dealers to place their 
orders with a much greater degree 
of confidence. It is also expected to 
stabilize to a certain extent the de- 
mand for various types of shoes and 
leather. 


Y-combining such an attractive 
style program with a series of 
constructive merchandising talks, 
this year’s convention is sure to at- 
tract nearly every retailer who is 
seeking to make 1927 the best year in 
their business history. In order to be 
sure of securing satisfactory hotel 
accommodations, all merchants plan- 
ning to attend the convention are 
urged to make reservation immedi- 
ately through N. S. R. A. headquar- — 
ters, 224 South Michigan Avenue, 
Chicago. ; ae 
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66 REATING the proper at- 
G mosphere goes a long way 
toward attracting the class 

of customers that will be interested 
in our grades of shoes,” observed 
Trace E. Peters of Seattle. “Now 
that couple back there, practicing 
putting, could. not be hired to put 
on that performance, and they are 
causing quite a bit of favorable 
comment. It is an everyday occur- 
ance to have several men, or a 
couple, or even women alone, come 
through the Olympic Hotel entrance 
for the purpose of killing a little 
time in golf practice. The man and 









While the “Old ~ 
Man” Gets Fitted 


Keep the Women Away 
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woman there now are just having a 
good time, while the man who came 
in with them is buying a pair of 
gulf shoes. 


6 EN we often have the situa- 

tion of the younger wife com- 
ing in with the older husband. He 
does not want her to listen while he 
explains all his troubles to the shoe 
salesman, so she is shooed back to 
the putter, while he tells us of his 
pet corns and the trouble he has with 
his arches. When the sale is prac- 
tically finished, Sweety is called to 
pass her judgment of the fit and 


style. - 
“All during the fitting she has 








many golf shoes is that we stock 
enough to make a good display; also 
that we are able to fit the feet. It 
does not take any great amount of 
salesmanship to sell them—we 
simply explain the details of con- 
struction, the features of the Twin 


the wanted pattern, and take the 
money.” 


HIS all sounds easy, too,,.easy. 
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A Lot of Ideas—All Good 
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You stick your feet in the fitting 
stool while your shoes are being 
repaired. 














HATFUL of ideas from Will 
T. Knight’s store in Port- 
land. 

The balcony of his store has a 60 
seat children’s department. The 
problem of getting people to the 
balcony is solved by a wide ramp or 
inclined passageway located on the 
far side of the store, so that anyone 
‘may easily walk or wheel a baby 
perambulator up there. 

A broad flight of stairs makes it 
convenient for the men to go down 
to “The Den” from the street floor. 
To one side of this men’s department 
is a golf practice net, free to custo- 
mers. 

In parenthesis it might be noted 
that while Portland has twenty-two 
golf courses, the finest one being 
right next door to Mr. Knight’s resi- 
dence, he has not as yet been bitten 
by the bug. 

Eight display units of shoes for 
various. purposes, having mirrors 
underneath them,. are the making 
of this department to my mind. 
Plenty of shoes on display means 
more and quicker sales. Down- 
stairs, also, there is a nine-man re- 
pair shop, and the shine stand, plus 
the reserve stock. All space is 
cleverly utilized. The combination 





Other People’s Ideas 


N2” Thanksgiving, then 
Christmas and the New 
Year. With New Year comes the 
annual inventory. But how many 
merchants will inventory them- 
selves, their attitude toward the 
public, the public’s attitude to- 
ward them, why they are going 
ahead or why they are not going 
ahead? Think it over. 
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fitting stool and compartment. into 
which the customers may slip. their 
feet, while waiting to have their 
shoes repaired is cleyer. This idea 
has been patented by Mr. Knight. 

No shelving is in sight in the wo- 
men’s section. Opera chairs are 
placed back to the partitions, allow- 
ing considerable open space in the 
center of the room. This gives a 
roomy look to the shop that is 
pleasing. The ceiling underneath 
the balcony is painted in rainbow 
colors, making it somewhat different 
trom the average. 

And the help think that they have 
the best boss in the country. “Help” 
in this instance means real, genuine, 
self-reliant, intelligent assistants. 


* * 


Photos Free 


6 x 10 photograph of baby, free, 
and mounted on an easel, ‘is 
offered to all purchasers of Buckléy- 
kins shoes. The Buckley Bros. of 
Houston, Texas, are putting over 
their children’s department in good 


Houston knows the Buckley store. and pipes where the lady customers 
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the young patrons for it speaks their 
language from the pictures on the 
wall to the funny trick mirrors. Then 
some pleasing gift is always given 
to the children, not’ as a bribe, but 
as a remembrance of the visit. 

It has become a hobby with Will 
Buckley to make this department 
one in which children will receive 
every care and attention. When Will 
rides a hobby, he does it as well and 
as thoroughly as he does when he 
rides a “regular hoss.” 





appcal 
every mother! We are going 
to give a certifieste with the 
of each pair of chil- 
dren's shoes" that your 
child to a° besutifal size 6x10 
photo, mounted on an 
ABSOLUTELY #REE. 
‘The picture to de taken at 
Mother's convenience by 


Ask Us About Them 


SHOES 
Easy as a glove to little feet, 
And They Are Smart 
in Looks As Well! 
Shown tn 
NASD AND PATENT 
LEATHER 











Try It—If You Dare 


OW about. having » luxurious 


room. fitted up in your store, — 
shape, consequently every child in compete with couches, easy chairs © 


ean 


In the first place it is attractive to may have their “hop” in comfort a 
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privacy? The Werner store in San 
Francisco has such a layout. Per- 
haps the flappers in your town 
would appreciate this new thrill, and 
then, again, perhaps you might be 
pinched. 


* * * 


Pillows for The Feet 





Pillows for weary feet 


L. GOODWILLIE, who looks 


@after the Glove Grip in- 


- terests on the coast, has doped out 


several little good things that make 
buying more pleasant in his stores. 
The average woman does not. know 
what to do with her feet when she 
is sitting with both shoes off. Small 
pillows made of the same material 
as the carpet are kept under the 
chairs. These are slipped under her 
feet when. the occasion requires. 
When a customer wishes to write 
a check, a small wicker writing table 
is wheeled right up to her chair. 
Rather neat! Instead of calling 
“Mr. Smith” or whoever may be 
wanted, when a salesman is off the 
floor for the time being, a little silver 


bell is rung. 
* * x 


Good Color Scheme 


O a store that is distinctly 
feminine in its appeal, the color 
scheme used in the windows of 
Frank P. Shockley’s store in Seattle 
might well be considered. Blue silk 
curtains are draped all around the 
interior of the windows, with the 
floor covered with orchid silk. At 
night a purple colored spot light 
trained on the curtains makes these 
windows stand way out in the middle 
of the street. Truly a rich, har- 
monious setting for the beautiful 

shoes on display. 8 

7 * * ' 

Getting the Stock Down’ 
NTIL February of this year I 
‘have been buying from 10° to 
1516 ‘different houses and ane 

about a $10,000 stock. At that t 

I decided to buy from as few 









my. men’s, women’s and children’s 
shoes from a genéral line to retail 
up to seven dollars, tegether with 
one line of men’s and one line of 
women’s shoes to. retail up to ten 
dollars. 

‘“T now have my stock cut down 
$3,000, but still want it a thousand 
dollars lower, which I will have in 
a short time. My business is now 
way ahead of last year and will 
show a satisfactory increase for the 
year. 

“This store has been doing a big 
credit business for the past 40 years, 


« but on May 1, we changed to a cash 


basis. It made a big hit with my 
customers. Every night when I close 
my door, I know that the mioney re- 


‘deived during the day, is- locked up 


in the safe. 

“T have also found out that you 
have to go after business as it will 
not come to you. It pays to adver- 
tise.” So says the Haag Shoe Co., 
of Grinnell, Iowa. 


* * * 


Canvassing Brings Big Returns 














HE Poftland, Ore., Regal store 

is in the Pettock Block, a build- 
ing that houses 3000 employees. J. 
B. Louden, the manager, claims that 
he has a good 25 per cent.of them 
for his. customers. We believed 
him after he told us of a few of 
the ways in which he keeps people 
interested in his stora” “A great 
many of the Union Pacific Railroad 
help receive their pay checks after 
the bank closes, so Louden makes a 
practice of cashing all these checks. 
He also stands in with the paymaster 
and keeps in touch with the out- 
side employees through letters. — 
Both he and his boys make it a 
point to get in touch with two or 


three new people every day, which 
in the course of a year, means many 


new friends. 
ae 


ae : 
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Outdoor Advertising That Pays 
















































































Mt i 
The Turnstile—The Ad 


IRECTLY across’ from the 

Wollaston, Mass. railroad sta- 
tion is the shoe store of P. J. 
Stewart. The railroad property is 
fenced up and to leave the station 
one must go through a_ turnstile. 
Right on this turnstile, used by sev- 
eral thousand people ’a day, Stewart 
has a large billboard built. Each 
week he changes the copy. When im- 
portant local civic meetings are held, 
he has a pertinent notice of it on the 
board. 


‘e oo ¥ 
A New P. M. Idea 


E merchandising theory of 

L. J. Bodungen of the Walk Over 
store in’ Portland, Ore. is that a long 
line that“is not so good, may be care- 
fully watched until it gets down to 
ten pairs, then it should be put into 
one common section where the worry 
stops. Shoes in such a section should 
be reduced to_three uniform prices, 
based on today’s worth. Good sa'‘es- 
manship and a fairly stiff P. M. will 
clean out 100 pairs a month, thus 
doing away with sales of any nature. 
Salesmen can concentrate on this 
one section more satisfactorily than 
they can if obliged to think of a 


dozen different places where the 
short lines may be. 
* * * 
Fitting Shoes Properly 
“ consider foot troubles as 
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Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 
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Flo Richie specializes in correct 
shoe fitting. 


NLY a few years ago, Flo L. 
O Richie was a beginner at the 

fitting stool, at one of the 
G. R. Kinney Co.’s stores. She is 
now manager of the shoe depart- 
ment of the Sterling Co., Waterloo, 
Iowa. 

This young lady, who is only a 
little past voting age, won her way 
to the top of the ladder by learning 
all she could about shoes and shoe 
materials; by attractively present- 
ing her merchandise to the customer, 
and—what she considers of para- 
mount importance—correct foot fit- 
ting. By this “successful shoe sales- 
manship recipe” she has made new 
customers: for her store and then 
held them. 

The ReEcorper’s Field Editor, 
Harry R. Terhune, in his country- 
wide visits to retail shoe stores, 
“discovered Flo” for the Editor of 
“The Retail Shoe Salesmen’s De- 
partment.” So Helen wrote to Miss 
F. L. Richie and said, “Please advise 





| How Flo Flew From Fitting Stool 


to Manager 
Miss F. L. Richie of Iowa Knows the “F it-’Em-Right Hows” 


me how you do it, by return mail, 
as I want to tell the shoe world about 
you through the columns of the RE- 
CORDER.” Flo, like a good scout, sat 
right down at the end of a big day 
and busy day, and helped feed the 
hungry trade press, always on the 
alert for the transfer of good ideas 
in footwear merchandising. 

“First, I take an. intense interest 





Meet Flo L. Richie Manager of 
The Sterling Co.’s shoe department, 
Waterloo, Iowa. 


in my shoe department,” said Miss 
Richie. A point which every sales- 
person should remember is that the 
more the attitude is taken that ‘This 
is my store—I must do my work 
well—for I am working for the suc- 
cess of “my” store’—the greater will 
be the success of the sales person. 

“I have always been particular 
about keeping a clean and well ar- 


ranged stock; display cases and win- 


dows must always be neat, and 
should be trimmed often. 
“Correct shoe fitting is an art—it 
is acquired by observation of how 
expert shoe fitters go about it, and 
then by practice. There are too 
many inexperienced young men and 
women selling shoes today, and they 
are to be found for the most part in 
popular-priced stores. It may not 
be entirely their fault, as the man- 
agement may insist on more sales at 
the expense of less service in fitting. 
But in my department, I will not 
have high-pressure sales. We try to 
‘talk’ shoes as intelligently and as 
loudly as any one, but never urge a 
sale. Conscientious selling is the 
slogan for our shoe selling force. By 
observing this slogan, we have, in’ 
less than eight months, established 
a women’s Peacock shoe department’ 
and a children’s and growing girls’ 
‘Classmates’ department. I am very 
proud of these lines, and. ‘believe 
that we shall be serving, within a 
short time, the exclusive women of’ 
Waterloo.” ‘ 


_——— 






Flo is now 


catch the exclusive woman 
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It is a wise salesman who can 

interpret by code numbers satis- 

factorily to the customer the 
exact size and width 


Salesmen Prize Problem 
Winners 


Louis A. Baum, salesman at Gold- 
man’s shoe department, Columbia, 
Mo., has won the first prize of $10 
for giving the best answer on “How 
to Avoid Mismating Shoes During 


Sales or the Saturday Rush.” John = 


Neish, salesman for L. Bamberger & 
Co., Newark, N. J., wins second prize 
of $5. Other answers which were 
exceptionally good were those of E. 
M. Hall, proprietor of Storer’s Econ- 
omy Shoe Store, Brunswick, Me.; A. 
W. Midkiff, proprietor Boston Shoe 
Shop, Inc., Tulsa, Okla.; Victor J. 
Marks, Danville, Pa.; Louis L. 
Found, 2208 Cypress Street, Van- 
couver, B. C. We selected Mr. 
Baum’s answer because, besides be- 
ing a good one, he corrected an error 
that he once made through mis- 
mating shoes—he learned a lesson 
by experience, and he told how it 
was done in a small city shoe store; 
whereas the paper of Salesman John 
Neish, in addition to giving good 
ideas, told of several methods which 
a big store uses to avoid mismating 
shoes during sales. 
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sizes, instead of code sizes? 


> IFTEEN dollars in prizes for 
the best thinkers. 

Ten dollars for the best answer 
to the current problem. 

Five dollars to the second best. 

The ideas in your letter on the 
subject are what win. Poor com- 
; position and bad spelling are sec- 
: ondary considerations. 

This question suggested by 
Smith & Tanguay, retail shoe 
merchants of Mt. Carmel, IIL, 
who would like to see an effort 
made to eliminate blind or code 
sizes or widths in footwear. 
They say: “Why try to mislead 
the public? Let them see and 
know the exact size and width.” 





3 The November Prize Problem Will 
Bring $15.00 to Retail Shoe 
Salespeople 
Can you sell shoes better if they are marked in plain 3 





What do you think about it? 
Your idea may bring you $10 or 
$5. . Both good Christmas pres- 
ents. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN DECEMBER 4. 


Winners will be announced in 
this department December 18. 
Only men and women actually 
engaged in selling shoes and . 
hosiery at retail are eligible to 
enter this contest. 








Honorable Mentions 


Honorable mentions in the recent 
salesmen’s prize problem contest, 
“How to Avoid Mismating Shoes 
During Sales or the Saturday Rush,” 
are awarded for excellen¢y of an- 
swers to the following: J. E. Row- 
lands, Walk-Over Boot Shop, Utica, 
N. Y.; G. A. Spraley, Wm. F. Selman 
Co., Dayton, Ohio; Edw. S. Korn- 
mann, Walk-Over Shoe Stores, Balti- 
more; C. D. Creech, Broadway Shoe 
Store, Newport News, Va.; Clarence 
S. Ketcham, with Walter E. Barhan, 
Healey Shoe Co., Santa Rosa, Cal.; 
M. Lifschuts, Temple Bootery, For- 
est Park, Ill.; Jos. Tremian, with 


Leon . Faurzblau, 
Shoe Co., Perth Amboy, N. J.; 
Maurice M. Weiner; with Reliable 
Shoe Store, Reading, Pa.; W. G. Cas- 
ner, Allen’s Shoe Store, Webb City, 
Mo.; Percy W. Hinshaw, Ladysmith, 
Vance Shoe 


Boston Boys in Action 


Boston Retail Shoe Salesmen’s As- 
sociation members heard a good talk 
this month on “Good Citizenship” by 
District Attorney Robert T. Bush- 
nell, who gave several good reasons 
why the shoe trade should take a 
keen interest in what’s doing in poli- 
tics. 


“Sully” Tells "Em How 


William J. Sullivan, salesmanship 
expert of the Kennedy Co.’s men’s 
clothing store, Boston, gave his first 
in a series of six talks for the asso- 
ciation on “The Psychology of Sales- 
manship.” Mr. Sullivan told about 
his experience in selling men’s cloth- 


> ing, from his start at $2.50 a week 


up to $15; of his own business ven- 
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SAYS SALESMAN GIBLIN: 


PROVIDENCE, R. 1L.—Uncle 
Dudley started something 
- when he opened up for discus- 
sion an appropriate name for 
retail shoe sales people. Wil- 
liam M. Giblin, with the Sul- 
livan Co., spoke right up to 
Uncle Dudley last month and 
ably debated the appropriate- 
ness of the names of “Foot 
Fitter” and “Shoe Fitter.” His 
conclusion is that he stands 
absolutely with his friend 
from the Pacific Coast, who 
says that “We are all ‘Shoe 
Fitters,’ as we always try to 
build good-fitting shoes. It 
is the shoes in stock that 
must be fitted to the foot, ac- 
cording to the salesman’s best 
knowledge and ability. When 
shoes do not fit they hurt the 
feet. The feet do not hurt 
themselves. It is the shoes 
that are misfitted.” 


. 





: 


4 one. 








ture, and then back to selling for 
some one else with the opening, some 
15 years ago, of the Kennedy Co., 
but always with the same thought: 
to build up a clientele, and to sell 
more merchandise right. 

Mr. Sullivan did not say so—he 
is rather modest as to his accom- 
plishments—but his fellow salesmen, 
who are all very proud of “Brother 
Billy,” loudly proclaim -that he is 
“high man,” selling an_ average 
yearly book of $125,000. 


Get Customer Confidence 


Mr. Sullivan urged the sales- 
men to be ambitious to progress; 
to increase their earnings by 
selling more; that, as all salesmen 
present knew, there is a great 


-difference between sales ,theory 


and practical salesmanship; but that 
it is best to study the science of 
seHing and then apply these theories 
as much as’ possible to the individual 
case. He urged the salesmen’ to 
cultivate customer confidence. ‘He 
said the first thought of a successful 
business man is, What is this man’s 
quality? The successful salesman 
must, sell himself, plus his merchan- 
dise; ‘to his customers. He said,that 
one of the best ways for a retailshoe 
salesman to increase his earnings is 
through a study of thé-product he is 
selling. “He~suggested ‘a study 
of character analysis as a selling 
aid. He said that the first thing 
that a merchant should do in open- 
ing a store is. to surround himself 


-it is possible for me to buy.” 


Boys Talk Back to Unky Dud 




















The Shoe Fitter-Foot Fitter 

Debate waxes hot and heavy 

’twixt boys in store and Uncle 
udley 


with a salesforce who are so sold on 
the merchandise that they are sell- 
ing that they will sell the customer 
on the idea, “This is the very best 
shoe and the very best service that 
“The 
platform on which to build any suc- 
cessful business is service,” said Mr. 
Sullivan. 


Hosiery Selling Hows 


An interesting talk on hosiery was 
given by H. S. Gilbert of the Elliott 

















Bill Sullivan, $125,000 clothing 


salesman for The Kennedy Co., 
gives ideas for speed’ in: shoe 
selling .273. 


Co. of Boston, New Yorkj: Philadel- 
phia and Reading. Mr. Gilbert told 
how full fashioned, seamless ‘and 
mock seam hosiery was made. He 
demonstrated how to present. ho- 
siery attractively to the woman cus- 
tomer. A question was asked, 
“In your experience in selling a 
number of women’s shoe stores, do 
you think that there is a possi- 
bility for the average salesman to 
develop as a hosiery buyer?” 
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SAYS SALESMAN 
COPELAND: 


SYRACUSE, . N.  Y.—And 
now comes H. C. Copeland, 
advertising manager and re- 
tail shee salesman for The 
Worbass ' Walk-Over Shops, 
and says that Mr. Giblin of 
Providence brings up a point 
which merits consideration 
before a title is chosen, when 
he asks: “What are we fitting 
—shoes or feet?” “While we 
are concerned primarily in the 
sale of shoes,” writes Mr. 
Copeland, “we must also bear 
in mind that a sale is not sat- 
isfactorily completed until the 
customer .comes back for her 
next pair—which leads to the 
question: ‘What brings her 
back?’ The sale of a pair of 
shoes without proper regard 
to the fitting of the foot is a 
mechanical operation which 
can be performed anywhere— 
whereas fitting the foot scien- 
tifically to a shoe is a service 
rendered which creates confi- 
dence in the customer’s mind 
toward the store and the foot 
fitter. I use the term ‘Foot 
Fitter.’ 











Mr. Gilbert replied that the shoe 
salesman is no different from any 
other kind of a salesman, if you give 
him the incentive to develop. “I 
find some hosiery buyers very well 
equipped with knowledge of the ho- 
siery business, and I find others ter- 
ribly ignorant, but the main thing I 
have found out about the average 
hosiery buyer is that he is not pay- 
ing enough attention to the mer- 
chandising of his product—that is 
the main thing.” 

The question was asked, “How 
would you tactfully suggest hosiery 
when you are making a shoe sale?” 
Mr. Gilbert replied that he might 
say: “We have some very nice blends 
of hosiery: that I would like to show 
you ‘to, harmonize with these shoes”; 
that he could make his suggéstions 


of hosiery in a number of ways 


which would seem best to him from 
his study of the customer. 


National. Family, Growing 


# 


President Girard.said that there 


were‘ about se 


new applica- 
tions for membership in the Na- 


tional, coming from all parts of the — 


United 
are a great many salesmen who 


28, showing that there 
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When Salesman Greenwood of 
Thayer, McNeil Co., Boston, 
fared on his mission of service 


trying to better themselves through 
adopting the ideals of the National 
Retail Shoe Salesmen’s Associa- 
tion, which has been patterned 
after that of Boston. 


How to Avoid Mismating 
(By Louis A. Baum, Salesman at 
Goldman’s Shoe Dept., Columbia, Mo.) 


Each pair of shoes in stock is pair 
marked on the sole with the lot num- 
ber and the size. Before sending 
them to be wrapped, the numbers are 
compared to see that they are mates. 
But this is a more or less minor con- 
sideration, even though it helps to 
avoid mistakes. The main thing is 
that only two pairs of shoes are 
shown at one time; one on the cus- 
tomer’s foot and the other (if there 
is need to show more than one pair) 
on the floor. When the customer 
says he or she does not like the shoe 
it is put back immediately. Most of 
the mismating during busy hours is 
due to the fact that too many shoes 
are shown and not put back into the 
boxes. If only one or two numbers 
are out at the same time it is very 
unlikely that there will be any mix- 
ing up. Even though you are wait- 
ing on several customers at one time, 





Here the salesman is 
strating the sheerness of chiffon 


.if a minimum number of shoes are 
out at one time the chance for mis- 
takes is cut down 100 per cent. 

Not only is there less chance of 
mismating, but the ease of selling 
the shoe is increased. Too many 
shoes bewilder a customer. They are 
not able to make up their minds— 
their attention is too split up to try 
and concentrate on a single pair. 
So by showing one number at a time 
you not only lessen the chance of 
mismating but you also make the 
selling easier. : 

By using this system we have 
found that during the busiest hours 
we never are bothered with mis- 
mating and can sell a customer in 
a minimum amount of time. 


HOW’S THIS FOR SERVICE? 
CAN YOU GO IT ONE BETTER? 


BostoN—Fred N. Greenwood, 
1925-1926 president of the B. R. 8. 
S. A. and salesman at Thayer Mc- 
Neil Co.’s, modestly “’fessed up” to 
the Editor the other evening, the 
while she chatted with him over the 
coffee cups at the monthly dinner of 
the Boston Association, that he be- 
lieved in going to the limit in ser- 
vice for the customer. Here’s what 
he: did one day: 

A woman in “The Hub” had been 
visiting in Worcester,. and while 
there she decided to take a trip to 
Chicago. She had made up -her 
mind on the Western trip rather 





SIGN UP FOR NATIONAL 


Watch the pages of the “Re- 
corder’s” “The Retail Shoe 
Salesman” each month for 
news of “what’s doing” in the 
National and the locals, as 
well as news of individual 


where. When we say “salés- 
men” we always include sales- 
women—there is no sex ques- 
tion in business today. Re- 
~ sults—and in this 

case “GETTING MORE 
SHOES SOLD RIGHT”’—is 
what counts. Make out y 


ee 


Position ...... Gtanle Alee. 
W. Daley, National Secretary, 
‘114 Bedford Street, Boston. 
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If you disagree with me, it will 
antagonize me 


hurriedly and it suddenly occurred 
to her that she wanted two new 
pairs of comfortable shoes on the 
same last as those to which Sales- 
man Greenwood had in the past 
fitted her. She ‘phoned in at 9 
o’clock in the morning that her train 
left around noon that day and that 
she simply must have the shoes be- 
fore then. 

Salesman Greenwood made up his 
mind in a jiffy and announced that 
he would come himself and fit her 
personally. He went. It took him 
three-quarters of the day. Some 
salesmen remarked that he was very 
foolish to spend all that time away 
from the store and miss other cus- 
tomers just to fit, personally, those 
two pairs of shoes. 

Of course, the lady paid his fare 
back and forth, and two weeks later 
called at the store to thank him per- 
sonally also introduced him to 


‘two new tustomers, who bought 


shoes. Now-all three are permanent 
customers, as they say “There is no 
end. to: the “service that Salesman 
Greenwood will not give you.” ; 
Now, some one else -please speak 
up. Don’t be afraid, boys and girls. 
Tell us about some specific instance 
where you have “gone to the limit” 
in customer service. 
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IN STEP WITH 
THE MODE 


The “Fenton” 
In Stock 


R formal eve- 
ning wear for 
the present and 
coming season, the 
first choice of the 
recent Joint Styles 
Conference is silver 
and gold kid in one 
strap patterns. 
Anticipating this 
trend, we placed IN 
STOCK the “Fen- 
ton” in silver and 
gold kid, and can 
now offer you im- 
mediate shipment. 
As always, BAKER 
shoes are in strict 
conformity with the 


GEORGE W. BAKER 
AY 18) mG O)y | 24 Nak 2 
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pacar ponte that the relation 
and harmony between cos- 
tume and shoe is becoming more 
intimate, the Boot AND SHOE RE- 
CORDER herewith institutes a new 
feature, “The Sources of Fash- 
ion,” in which the harmony be- 
tween costume and shoe will be 
depicted in detail, by illustration 
and text. Through our sister pub- 
lication, the Dry Goods Econo- 
mist, the latest turns in fashion 
ate observed and with the co- 
operation of shoe fashion experts, 
appropriate footwear to harmon- 
ize with these new costume fash- 
ions is selected. 


Evening gown of 
white sheer crepe, 
embroidered in 
rhinestones. Tabs 
on skirt and bod- 
ice outlined with 
looped bead fringe. 
By Agnes, import- 
ed by Franklin 
Simon & Co. 
Slipper of silver 
tinsel cloth with 
silver kid heel and 
. trim 


HIS is the season of social functions, when 
women of fashion garb themselves in the 
smartest of evening gowns and attend the thea- 
ter, the opera, dances, the night clubs, the horse 
shows and similar events where Society with the 
capital “S” foregathers. Footwear of the proper 
sort is as important as the gown, but it must be 
in harmony with the prevailing trend. 
One of the most important notes in Milady’s 
ghey pe 
a fringe as ~ 
+ dashed: woman 


for evening gowns. Every 
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The black velvet 
cvening gown with 
silver ower. From 
Lord & Taylor. 
Black — _ 
nt slipper -wit 
s oer bid heel, 
strap and piping 


has at least one gown of this type in her closet, 
and, of course, should have footwear to match. 


Bae and sequin decorated vamp evening 
shoes are beginning to appear in the fashion 


centers. Slippers with rhinetsone trims and those _ 


made of metallic brocades harmonize with these 
delightfully smart evening frocks. Rhinestone 
decorations and metallic cloths also have their 
place in the evening costume. 

While bright colors prevail in evening modes, 
many of the smartest evening gowns employing 


Oxford cloth suit, 
with the new wide 
belt, seen at Yale- 
Princeton football 





[7 SMITH ST. BROOKLYN 
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The 
“CHECKER” 


Gracefully empha- 
sizes the New 
Mode. 

For the smart 
sports frock in 
checkered design 
now so much in 
vogue. A slim one- 
strap pump, delicate 
of line and artfully 
designed in its re- 
strained use of the 
dainty and popular 
gingham kid in 
combination with 

black suede. 
“CHECKER” will 
lend charm and 
subtle chic to ll 
women who want 
perfection in every 
detail. 

All PREMIER shoes 
are designed to 
carry out a similar 
effect. 











Gold lame evening 
gown with pleated 
tiered skirt of gold 
tulle, girdle of 
white and gold 
flowers. By Su- 
zanne Talbot, im- 
ported by Bonwit, 
Teller & Co. Slip- 
pers of gold kid 
with gold flowered 
brocade inserts on 
vamp and quarter. 
Heel of gold 
flowered brocade 








white Georgette or pastel shades for an under- 
lying foundation for the beaded and fringed: 
trimming, which really makes the frock, black 
velvet holds a highly important position in the 
evening mode. This means, of course, a chance 
for black velvet evening footwear, but since most 
of the black velvet costumes show some trimming 
of metallic cloths, or of metalized leather, there 
must needs be some metallic trim on the shoes. 


Sports costume of 
checked black and 
white velvet with 
long jumper effect, 
collar and cuffs of 
Krimmer. From 
Samuel Lorber. 
Black suede two 
eyelet tie with heel 
and trimming of 
pin seal 
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Afternoon costume 
in sports mode 
emphasizing the 
use of beaded 
fringe. Imported 
by Saks—Fifth 
Avenue.  ° Slipper 
of patent leather 
with flowered kid 
Strap 










Velvet shoes with dainty strappings and pipings of 
gold or silver kid- are the first choice of. many 
smart women who want to harmonize their foot- 
wear with their black velvet evening gowns. 


HE day mode, of course, must not be for- 
gotten in the enthusiasm for the new evening 
gowns. The football season has brought out 
some new things that belong to the sports or 
semi-sports genre. The warm autumn weather 
has revived the demand for the tailored suit, of 
mannish cut, but with feminine touches. These 
have been worn either with or without the cold- 
resisting fur coat.. Mannish cloths are affected 
and shoes, of course, should be simple and rather 
plain of cut, but like the suits contain little 
feminine touches that make them really smart. 
Velveteen has reappeared in sports costumes 
for the young miss, and some who wish to appear 
young. It makes an excellent costume for street 
wear in town, and is equally at home in the more 
liberal atmosphere of the country. Checked 
velveteen has been used to fashion some of the 
smartest of these sports costumes. The problem 
of harmonizing footwear to the average run of 
sports costumes, of course, is not dificult. Much 
latitude is allowed, but the shoes should be, by 
all means, of that type that | pert and smart, 


not overelaborate, but still containing. the 4 


touches that make them stand out from 
ordinary. 
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The “Elysee” 
Portrays Elegance Par Excellence 


SUMPTUOUS creation in 

shimmering black satin with 
a glittering rhinestone heel 20/8 in 
height. What a worthy comple- 
ment to the vogue for black in 
evening attire—one of the dominant 
fashion notes this season. 
Shoe merchants will find that not 
only in this model, but in all the 
UNITY line, a close harmony 
exists between the prevailing mode 
in footwear and that in dress. This 
is made possible only through con- 
stant observation of the ever- 
changing tides of fashion. 


UNITY 
SHOE MFG.CO. 


2405 PACIFIC STREET 
- BROOKLYN» 
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MODERN There is simply no other shoe 


advertising which compares in originality and 
“ effectiveness with Endicott-Johnson advertising. 
It has real reading interest, as well as powerful 
selling influence . . . advertising which reasons 
directly from the standpoint of the consumer. 
The above full-page advertisement appears in the November 
13th issue of “The Saturday Evening Post,” December. 
“Ladies Home Journal,” “Good Housekeeping” and (half 
page) “Holland’s Magazine.” Also in half-page and 60 
inch sizes in the November 21st issue of 36 metropolitan 
Sunday newspapers. 





a a tem IN mer ae = 











KE NDICOT’ 











20, 1926 
November 
20, 1926 
BO 
OT AND SHOE R 
ECOR 
DER 
7 





Mode Nn. Endic Johnson fore- 
runners an era when t hoe ret ler’s firs 
buys yestion 3S at oe } is this 
umber? but How omplete 38 9 service? 
Endicott-Johns? *, immens atralized 
manuia turing OF anization arkab 
manufacturing economics as ou incom- 
parabl alues int e mark ur variety 
of desig® nd sty} assures \ine wide 
enough uild ab giness © “Shoes for the 
entire # ily.” complet warenouse 
stocks } ndicott, ersey Ci d St. Louis 
assure quick shipments a onsequently 
complet asso ments at all tres: Our pow! 
fyi natio al adve ising hel keep shoe 
moving nd cash register ring! 
District represent ives have permat nt samp rooms 
n all principal cit here the \ine 1S \way display 
nd where snterested \ \yzed Se ce 1 yailabl 
t the oth end of th telephone- 
pnpicort- JOHNSON : shoemaker | - the entire family 
Distributiv g houses at 
Endicott, N. —yjersey city, N yt Louis, 
ee . 
JIGGERS” 


Ne sebas 
today i 
ane and rales. 474 withou 
pacteare Endicots t shoes. alte line of 
wane eas ace line of Jiggers” are 
° comfort shoes. canvas vul 
and For - 
putea Seen 
‘or ci . 


“ - me: > OO N 
“ * . 
*s “) ” iss ‘be ‘ . b <_ aa 











BOOT AND SHOE RECORDER November 20, 1926 














aa NO ee 








Color Is the First Factor 
In Tomorrow’s Shoe Fashion 


Naturally therefore the foremost buyers of shoes are choosing 


their colors with unusual care. 


We are gratified in the fact that so many of them rely on 
QUAKER COLORS—wmost preferred among which for Spring 


are: 


Color 26 
ROSE BLUSH 


Color 29 
GREY 


Color 32 
PARCHMENT 


QUAKER CITY MOROCCO CO. 
519 Huntingdon St., Philadelphia 
95 South St., Boston 


Color 22 
QUAKER BROWN 


Color 10 
QUAKER TAN 


Color 30 
SAUTERNE 
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READY FOR YOU 


IN STOCK 
TO SHIP NOW 


Sizing-in on these super-quality styles is proof-positive that dealers will 
respond to real values. A trial order will convince any progressive 
merchant that it doesn’t pay to neglect the opportunity offered in these 
shoes for rendering service and building up repeat customers. 






SHOES 





(AA to C) 


THE “OTHO” 


No. 4622—Patent Turn Sole One 
Strap. 


259 Last. 13-8 Covered Heel. 


$4.85 





(AA to C) 


THE “GRANDE” 


No. 4602—Patent Turn Sole. 
3 Eye-tie. Domino (Brown) Calf 
Trim. 


243 Last. 16-8 Covered Heel. 
$5.75 














Drew Headquarters 


ST. LOUIS 
STYLE 
PAGEANT 


Nov. 29, 30, Dec. 1 
Room 120 
Mayfair Hotel 


See our complete 


line of Regular 
and Stock Shoes 





THE IRVING 
DREW 
COMPANY 
Portsmouth, Ohio 








THE “ALDINE” 


No. 6786—No. 35 Russia Calf with 
Brown Lizard Tongue and Trim to 
match. 

262 Last. 10-8 Leather Wingfoot 
Heel. Welt Construction. 

No. 6837.—Same in Patent with 
Black Lizard Tongue and Trim, on 
12-8 Heel Last. 

No. 6838—Same in Black Calf with 
Black Lizard Tongue and Trim, on 
12-8 Heel Last. 


$4.00 





(AAA to C) 


THE “FRAT” 
No. 6636—Black Calf Welt. 
3 Eye-tie. 260 Last. a 
12-8 Leather ‘oot Heel. ee 
re 4 Pra i Strollers Tan 


$5.00 
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Reuben Stiefel Elected Pres- 
ident; Move for More 
Footwear Publicity from 
Fashion Editors 


MEMPHIS, TENN.—At a largely at- 
tended meeting held in the Gayoso 
Hotel here on Armistice Day, Nov. 11, 
the Memphis Shoe Retailers Associa- 
tion was reorganized and immediately 
plunged into some activities that prom- 
ise to keep things moving at a rapid 

ace for some time to come. Reuben 

tiefel, manager of the shoe depart- 
ment at J. Goldsmith & Sons Company, 
was elected president of the revivified 
organization. He will serve for a 
period of one year.- Other officers 
elected for a similar term of office were 
Robert Love, Cook & Love, first vice- 
resident; D. B. Ellis, the Florsheim 
tore, second vice-president; Claude 
Caradine, the Oak Hall Clothing Com- 
pany, secretary, and Lee Frank, the 
Bootery, treasurer. 

A constitution and set of by-laws 
were adopted, containing among other 
things, the provision that no officer 
can be elected to succeed himself. 

It was decided at the meeting that 
the Memphis retailers will put a Miss 
Memphis model on the runway at the 
N. S. R. A. convention and style shoe 
in Chicago in January. 

The meeting also proposed the candi- 
dacy of Reuben Stiefel for president 
of the Southwestern Shoe Rétailers 
Association, and will support him for 
that office in the election at the conven- 
tion in St. Louis the latter part of this 
month. ~ 

Upon a motion of Lee Frank, a reso- 
lution was passed which will call the 
attention of the Southwestern and Na- 
tional conventions to the fact that so- 

ciety editors in reporting social func- 
tion and describing costumes, do not 
ordinarily mention shoes, and to urge 
the shoe trade to get behind a move- 
ment designed to bring pressure to 
bear upon various society editors to 
report shoe styles more frequently 
than is the case at present. 


Nine New F. & C. Shops 
to Open in Chicago 


Cuicaco—Feltman & Curme, shoe 
retailers. have leased nine new shops 
in the Chicago district which will be 
operated independently of their present 
chain of 80 stores. They will be known 
as the Ford’s Four-Forty Shops. They 
will be part of a Coast-to-Coast chain 
organization which, it is said, will 





Memphis Shoe Merchants Meet 


and Reorganize Association 








New York Retailers Meet 
and Discuss Insurance 


New York—H. L. Pierce, of the 
N. S. R. A. insurance department was 
the principal speaker at the regular 
monthly meeting of the Retail Shoe 
Dealers Association of New York, at 
the Cafe Boulevard, at noon, Nov. 16. 
Alfred Kohn, one of the vice-presi- 
dents, presided at the luncheon meet- 
ing in the absence of Capt. Perlberg, 
president, who has just left for a sea 
vogaye to California. 

Mr. Pierce explained in detail some 
of the insurance features of the N. S. 
R. A. and answered questions put to 
him by various members. 

Jesse Adler reviewed the work of 
the recent style conference held in New 
York and routine association matters 
were discussed. 

Dr. H. R. Gross, a foot practitioner, 
was announced as the feature speaker 
at the December meeting, which also 
will be devoted to nominations for offi- 
cers for 1927, to be voted upon at the 
annual meeting in January. 


Detroit Shoe Trade Shows 
Some Improvement 





Style Situation Unchanged with 
Blacks Still Holding the Lead 


Detroir — While business shows a 
spotty condition in Detroit shoe stores 
the early November trade is generally 
considered as being an improvement 
over that of October. Shoe dealers are 
looking forward now to weather condi- 
tions to help move shoes in greater vol- 
ume. 

There is little change in the style 
situation. One of the peculiarities of 
the trade is that shoe merchants find 
everything selling. While this is true 
some. stores are finding a greater de- 
mand for straps, while other stores re- 
os a preponderance of pump sales. 
t is probably a matter of stock condi- 
tions and due largely to personal sales- 
manship, each store selling the styles 
they have stocked the most of in prep- 
aration for the fall season’s business. 
Blacks continue to grow in favor, al- 
though brown shades are selling in fair 
quantities. Black patent with colored 
kid and fancy leather trims lead the 
procession. Black suedes sell well in 
stores that have stocked this leather. 


Bayonne Shoe Store Robbed 
BAYONNE, N. J.—Several hundred 
dollars’ worth of shoes and $20 in cash 
were stolen from the A. F. Beck Shoe 





Walk-Over Men 


Indorse Joint 


Style Report 


Merchants from All Parts of 
Country Approve Confer- 
ence Recommendations 


BROCKTON—The fifteen members of 
the Walk-Over Retail Shoe Dealers 
Association at their fall meeting here, 
unanimously adopted the style report 
of the New York Joint Shoe Style Con- 
ference, without any changes. 

This committee represents shoe mer- 
chants from every section of the coun- 
try, so their action in placing their 
seal of —— without any reserva- 
tions, on this report reflects the coun- 
try-wide indorsement of the Joint 
Conference’s findings. This is the first 
time in the history of the Walk-Over 
association that it has been able to in- 
dorse a style’s report 100 per cent. 

Sidney Stokes is the president of the 
association, and Earl Woodward, sec- 
retary. Merchants were represented 
from Paul Jesberg of Los Angeles to 
I. B. Howe of Boston. 

_ The Walk-Over Association is look- 
ing forward to its next convention, 
which will be held at the factory in 
Campello, July 7 and 8, during the 
week of the New England Shoe Fair. 


Cold Weather Helps 
St. Louis Retailers 


St. Louis—Cold weather brought 
about unusual activity throughout the 
downtown shoe belt last week and the 
stores reported business on win- 
ter footwear. Those stores selling rub- 
ber footwear and zippers commented on 
the fact that this t of merchandise 
was in demand. One of the larg- 
est retail shoe stores stated that they 
had been cleaned out on rubbers, due 
to the start of a snow which started 
on Tuesday morning. However, it did 
not last long. There is a decided trend 
in all stores for buckle pumps and 
practically all of them are displaying 
in the windows a number of patterns 
of this fashion trend. 

In the popular priced stores the large 
oblong buckles are reported as 

ey In one of the eliminati 





terns were displayed by 
fact it was one of the most popular of 
all “9 seen. Patent leather prevails 
as it 
styles ere dioplated far aoing Ta 
es are a or * t 
ine alligator in Smerude’ 
popular, according 








number about 100 stores. 


Co., at 451 Broadway. 


EVERY WEEK 


for the past months and little 





















THE SHOE MERCHANTS NEWS, SATURDAY, NOVEMBER 20, 1926 





Getting a Profit 
Is Theme at Meet 
of Miller Dealers 


Convention Goes in for Real 
Merchandising Problems 
as 100 Merchants Gather 


New York—Close to 100 retail shoe 
merchants from various sections of the 
country visited the Long Island City 
plant of I. Miller & Sons, last Tuesday 
and Wednesday for the two day annual 
Miller convention. Besides the show- 
ing of the new I. Miller line of shoes 
for the Spring season, there were real 
convention sessions, in which the re- 
tailers got down to brass tacks, dis- 
cussed style and selling problems, store 
methods and similar topics. 

The keynote of the convention was 
that of proper merchandising, how to 
make a profit and how to develop 
a style sense in order that the mer- 
chant might be supplied with the 
proper merchandising when demand 
first appears and not wait until a style 
has reached a vogue and is on the wane 
before getting the shoes in the retail 
establishment. 

Talks were made by various mem- 
bers of the Miller firm and the staff of 
executives, each taking up some topic 
pertinent to his own department. 

Some outside speakers were on the 
program, including Arthur D. Ander- 
son, editor of the AND SHOE RE- 
CORDER, who spoke on “Getting a Real 
Profit.” 

The convention sessions were held 
in the Miller show rooms at the Long 
Island City plant. The two day get- 
together affair ended with a beef steak 
pa at Castle Cave on Wednesday 
nig’ 


Brunner Changes Job 


ALTOONA, Pa—Chester Brunner for 
several years manager of the Roaring 
Springs, (Pa.) Department store shoe 
department, has left and is now asso- 
ciated with the Bendheim shoe store, 
of Altoona. 
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New England Will Again 
Play Host at Convention 


Merchants to be Entertained at 
Big Dinner and Entertain- 
ment in Chicago 

Retail merchants who attend the fif- 
teenth annual convention of the Na- 
tional Shoe Retailers Association to 
be held in the Hotel Sherman, Chicago, 
Jan. 4, 5, 6 and 7 are to be the guests 
of New England shoe manufacturers 
and tanners at a big dinner and enter- 
tainment, to be held in the Coffee Shop 
at the Hotel Sherman on the opening 
night of the convention. Several of the 
foremost artists on the American stage 
will furnish the entertainment. 

Everett Bradley of the Bradley Shoe 
Company, Haverhill, will again have 
charge of the New England activities 
at the convention and act as master of 
ceremonies of the dinner. Assisting 
him on the executive committee are 
George B. Hendrick, director of sales 
of the W. L. re x0 Shoe Company, 
Brockton; Buford H. Jones, vice-presi- 
dent of the Thomson-Crooker Shoe 
Company, Boston, and Thomas F. An- 
derson, secretary of the New England 
Shoe and Leather Association. 

The executive committee is also 
ning to make the display of New Eng- 
la made shoes and leathers the 
largest group display at the conven- 
tion. Prominent among the New Eng- 
land manufacturers who have a y 
pe co-operation blanks are Ault- 
hy ——_ ee Com ‘, on gar ah 

= ae erson, Inc., Amesbury; Ar- 
nold Brothers Last Company, North 

Abington; Bancroft-Walker — 

Boston; A. J. Bates Company, We 

ster; Bliss & Perry Company, Newbury- 

rt; Bradley Shoe Company, Haver- 

ill; Bres n Shoe Company, Bos- 
ton; Burdett Shoe Company, Lynn; 
Commonwealth Shoe and ther Com- 
pany, Whitman; Conrad Shoe Com- 
pany, Brockton; Craig, Reed & Emer- 
son Co., Brockton; Edwin Clapp & Son, 
Inc., East Weymouth; Lewis A. Cros- 
sett say ond North Abington; W. L. 
Douglas Shoe Company, mn. 

L. B. Evans Sons Company, Wake- 
field; C. E, Eaton Company, Brockton ; 
G & Read Company, ‘> “a 
Geeeal Gripper Shoe Company, 
ton; Griess- Tanning aig, ow & 
Beston; Field & Flint Com: » Brock- 
ton; Ernest D. Haseltine mpany. 
New ; F. M. H Shoe Com- 
pany, anchester; H ns & Temple, 

ne., Milford; E. Keith Com- 

Brockton ; Ilford Shoe Com- 
Milford; Old em ine Com- 

; Panco Rubber - 

sons eee G 


. Plant Com- 
Provi 





‘err 
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HEYWOOD 


HEYWOOD 
328 Main Street, Wotcester 
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Selected from Worcester, Mass. 


Milwaukee Association 
Slate Is Announced 


MiLwavUKEE—The followi candi- 
dates for offices in the Milwa Shoe 
Retailers’ Association have been an- 
nounced as the selection of the nom- 
inating committee which met after the 
last meeting of the association: Presi- 
dent, Charles Collar and W. J. Muckle; ° 
vice-president, John sm x and 
a secretary, W. F. Wuerl 
and M. §&. nek; treasurer, % 
Ripple and E Ahrens; directors, F. 
L. Kuss, a — Ed Schneider, 
W. J. Samo erman Tate, and 
Bernard Schendel. The election for 
officers for 1927 will be held at the 

meeting in January. Charles 
Co is the president now. 

The nominating committee consisted 

of Henry sae Robert 69" John 
F, K ugust 





Geis r, uczynski, 
Coonal® Charles Collar, and: W. F. 
Wuerl. " 


Accessories in Window 


BosToN—To accentuate the evening 
slipper mode in metal kids, brocades 
and paisleys, Filene’s 
ner of Summer an 
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By Appointment to 
the American Princess 


It is the special privilege of each 
Burdett merchant to supply that 
new and extra profitable market— 
the American girl of maturing age. 


In delicacy of last, pattern and 
leather—in fidelity to exact style— 
Burdett shoes for Growing Girls 
are a proven success wherever sold. 
A steadily lengthening list of 
Burdett customers attest it. 

The Line will be on display in St. 


Louis at the Mayfair Hotel, Room 
718. 


BURDETT SHOE Co. 
LYNN MASS. 


ij 
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[KEEP IN 
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Milwaukee Merchants 
Launch Shopping Drive 











Organize Campaign to Boost 
Early Christmas Buying 


MILWAUKEE—The biggest campaign 
ever put on by Milwaukee retailers to 
have the public do its Christmas shop- 
ing early was launched November 13. 
t is under the direction of the retail 
division of the Milwaukee Association 
of Commerce and Lewis McMeekin of 
the Boston Store is chairman. 

One of the strong points being urged 
this year is to have people, who or- 
dinarily send money to Europe as 
Christmas gifts, to spend that in Mil- 
waukee, and send the gifts over to their 
relatives and friends. To reach peo- 
ple who do this, the Milwaukee mer- 
chants are carrying advertising in the 
foreign press of Milwaukee, urging that 
the lecal merchants be permitted to get 
this business. 

Early shopping notices will be sent 
to 120,000 residents of the city dur- 
ing the campaign coking, teem to con- 
sider shopping early. e Milwaukee 
post office is cooperating with the mer- 
chants in this venture as it is interested 
in the mailing of parcels. 

Stickers, house organs, local radio 
stations, street car advertising, moving 
picture slides, and churches wil! be 
other media used to reach the buying 
public. 

















Shoe in Gray and Blue 


Boston—Frank Mueller, shoe buyer 
for the R. H. White Co., featured with 
blue and gray dress fabries a mottled 
snake pump. with a small blue fluted 
leather buckle. 





Our Juvenile Shoe Store 





R fecocgpogcrmyp- ed in Misses’ and Children’s Foot- 
wear as we do, offers to parents many edyan- 
| tages—iarger st er 

| sales force, especially trained in the correct fitti 
of shoes for the youngsters and their older sisters 
and brothers. 





We illustrate one of 
our new models for the 
young miss—made of 
ten Russia with tan lis- 
ard calf trignming, ot $7. 


| RicH’s 


Proper Rootwear 
F Street at Tenth 


























Doggy Shoes 





The “Brindle” a Detroit Mode 


Detroir—L. R. James of the Bos- 
tonian staff at 124 Michigan Avenue, 
has installed an attractive unit display. 
One of the styles of this store is known 
as the Brindle, and with the shoes 
are shown several little celluloid bull 
dogs. A showcard reads, “The Brindle, 
Built like a Bull Dog.” The tie-up is 
convincing. 


Firm of Haak & Benson 
Dissolve Partnership 


CANTON, O.—The retail shoe firm of 
Haak & Benson located in Cleveland 
Avenue for several years, is now the 
Benson Shoe Parlor, H. A. Benson, 
proprietor. This store first opened as 
an exclusive women’s store but later 
took on men’s shoes also. 

Harry H. Haak, for many years a 
partner with Mr. Benson, has retired 
from the firm to become associated 
with the Wagner-Marsh Shoe Co., with 
which firm he was identified for sev- 
eral years prior to engaging in busi- 
ness for himself. 


Perlberg Off for Warmer 
ae Climate Than New York 


NEw YorK—Capt. Eddie Perlberg, 
president of the il Shoe Dealers’ 
Association of New York, who recently 
gave up his connection with the I. Blyn 
stores, sailed Sunday, November. 7, on 
the S. S. Columbia for an extended trip 
in the tropics. The Captain was prop- 
erly started on his journey by a delega- 
tion of his fellow shoe men, who bid 
him bon voyage at the pier. The asso- 
ciation presented him with a fine walk- 
ing stick, to aid him as he travels about 
the Southern countries. 





Seamless Shoe Corp. 
Chartered in Delaware 


Dover, Deu.—Articles of incorpora- 
tion were filed here recently for the 
Seamless Shoe Corp. The capital of 
the company, the purpose of which js 
to deal in shoes of all kinds, is given 
as $5,000,000. 

*H. A. Finnegan, J. M. Townsend and 
E. E. Craig, of Dover, Del., are listed 
as the incorporators. The United 
States Corporation Co. filed the papers. 





Heavy Duty Shoes 
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Our New 
now 


| TAN ELK. 
SHARK TRIM 
Bh fo 12-96"° , 
° 


Alfred 


ORR CTO OTR 
tvansTo~ 
oo \-w EAST waseemoTON 


RUBY’S SH°ES for CHILDREN. 
| Be ae ee en 
Cbs Sar ae secnciste 


RUBYe 


foctwarse OF MH 
ores 























Walsh Has New Partner 


Boston-——The third, and prospective 
partner of William J. Walsh, proprietor 
of the two Arch Preserver stores, is 
making his presence known. Edward 
Francis is the name that the proud 
parents are calling him. 








PReee wane temeteeee 


Girls — big and little —like “Junior” shoes. Smart- 
ness and foot freedom are so wisely combined in 
models for formal aid informal wear. 


Patent leather dress sandal with turn sole. 
Sizes 84 to 11. Springheel . . . $4.00 
11446 to 2. Lowheel . . . . $5.00 


i ore pee 2 
egy iene oe 


47 West 34th Street, near Sixth Avenue E 


_— 
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TRADE MARK 








Just a Beautifully Plain One Strap 
But Oh! How it Sells! 





It sells because it fits the so-called 
“average” foot, the narrow heel foot, 

| the low instep foot, the bunion foot, 
and, with an adjustment of the but- 
tons, the high instep foot. 













He We know that one-straps in other 

makes fit too, but ours is one of those 
patterns you can always rely on when 
f it becomes a question of fitting the 


foot, or losing a sale. In Stock 


Sizes | to 11 








True, it’s plain, but, it is beautifully 







plain; and it is beautifully made. AAAA to EEE 
i No cut outs, no appliques, no fancy B1922—Patent Leather 
i trimmings; just wonderful fitting, B1923—Glazed Kid 
Hy good shoes, that because of their very B1924—Black Satin 
it plainness demand the highest stand- Price 





iH ard of shoemaking. 

Our one-strap will not appeal to the : 
| flapper. It will, however, appeal to 
the matron, the woman of refine- 
ment, or any woman who prefers 
“neatness” to the bizarre, high qual- 
ity to a low price, perfection of fit to 
the last word in leathers, heels or 
toes. 















165 N. Water St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. _ 


November 20, 19% 
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Massachusetts Dealers 
Hold Style Conference 


Fashion Discussion Entered Into 
by Many Leaders of Trade 


Boston.—The Massachusetts Retail 
Shoe Merchants Association at a meet- 
ing this week featured an authentic 
footwear style forecast for spring and 
summer seasons by talks from shoe 
fashion experts, John Holden, buyer 
for Oppenheim, Collins, New York, and 
leader of the retail shoe merchants 
group, who dictated the styles at the 





recent National Joint Shoe Styles Con- | 


ference—specialized in his remarks on 
what-will-be-what in women’s lines, es- 
pecially in ee to color. 

Horace R. Drinkwater, president of 
the Boston Boot and Shoe Club, sounded 
the note of progress and lifted the cur- 
tain so that all could take a | ago at 
what is coming in the way of men’s 
shoes for the next seasons. Jesse Ad- 
ler’s report on men’s styles for spring 
and summer was read by Arthur L. 
Evans, editor of The Shoe Retailer. 
N. S&S. R. A., director, IL B. Howe, 
showed from a large collection of skins 
the new colors as featured in the Na- 
tional Textile Color Cards. Alfred W. 
Donovan, president of the New Eng- 
land Shoe and Leather Association, 
spoke of pushing summer weights with 
the high heel-high-arch feature, and 
thus increasing business for the spring 
and summer months. 

Sydney Stokes of New Haven, the 
president of the Walk-Over Associates, 
who attended the “get-together” in a 
body, indorsed the program of the 
Joint Styles Conference in its interpre- 
tation for New England. T. A. De- 
lany, secretary of the National Shoe 
Travelers’ Association, told the group 
to boost New England loudly and 
strongly and to stand by trade asso- 
ciations. 


Open Portland Unit 


PoRTLAND, ORE.—Mandel’s shoe 
store was — opened recently at 
Park and Adler Streets. is one 
of seven stores being opened by this 
concern in the Northwest and is part 
of a coast chain that now extends from 
San Diego to Seattle. Glenn Fullerton 


is manager of the new store. 


























Whole Shoe Department Has Party 


c= 











Employees and friends of the Patrician Shoe Department of Davison- 


Paxon-Stokes 


Company, Atlanta, Ga., recently celebrated the 


com- 


pletion of a mp successful year’s business with an annual 


“Patrician Shoe Pa 


at the home of Mr. and Mrs. William H. 


Sanders, 514 Moreland Avenue, N. E. The party was given by Phil 


J. Shuttleworth, manager of the d 
nearly one hun 


artment, and was atten by 
red guests. 





A Guide to Colors 


Tanners seem to be in one accord 
that a colorful season is , based 
on the national acceptance of Pastel 
Parchment, Shell Gray, Rose Blush, 
— and oe Tan. 

or comparison purpose in your 
store you should get one of these color 
cards from your tanner. Practicall 
everyone is issuing color cards. 
eondensed folder, pocket size, has just 
been p by the Pfister &. V 
Leather Company of Milwaukee, Wis., 
for buyers who want to keep in touch 
with the colors in calf. 
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The Return of Black 





























Selected from New York. 
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Shoe Market News 





Sources of Supply That You Should 
Follow—Weekly Opinions of 


Production con- 
Brockton tinued some. 
what curtailed during the week 
in several factories and shipments of 
shoes further dropped to a bit more 
than 7000 cases, but in several 
plants production was reported well 
under way on shoes for spring de- 
livery, and in another week or two 
business is expected to be back at 
capacity again. Factories making 
the cheaper grades of shoes are feel- 
ing the pinch of the let-down most, 
although some of these have been 
running along on full time with lit- 
tle evidence of slowing up. Black 
continues to be the best seller of the 
week, with an increasing demand for 
leather heels, although this type of 
shoe has yet to come anywhere near 
displacing the call for rubber top 
lifts. The tendency in spring styles 
already under way is for some hand- 
some combinations for men in two 
tones and fancy trims. And some 
concerns are making up quite a few 
lines in heels of the 12-8 type. For 
women there will be a heightened 
popularity for strap effects. 


Better Grades Stronger 


By H. L. Tinkham 
President, W. L. Douglas Shoe Co. 


If our own 
experience of 
the past few 
months is any 
indication, New 
England indus- 
tries in general 
and the shoe in- 
dustry in par- 
ticular are well 
on the way to- 
ward. greatly 
increased  pro- 
duction and prosperity. Since we 
started manufacturing on this run, 
July 1, we have several times been 
obliged to increase production. Our 
own retail stores in all parts of the 
country are reporting satisfactory 





H. L. Tinkham . 


a 


Leaders of Industry 





business. In fact, our greatest prob- 
lem has been to keep the different 
styles properly sized to fit all cus- 
tomers. 

Our salesmen who cover nearly 
8000 cities and towns in all parts of 
the country, selling Douglas shoes to 
retail shoe dealers, are sending in 
larger orders than for several years 
in a great majority of cases. With 
the single exception of the cotton 
States, our representatives report 
active demand for New England- 
made shoes in our grades in all sec- 
tions of the country. There appears 
to be a falling off in the demand for 
cheap shoes and a decided increase 
in the interest in the better shoes 
such as those we make in the Brock- 
ton district. 

Our own belief in these tangible 
indications of prosperity in the shoe 
business is best evidenced by the fact 
that we are going ahead rapidly with 
a policy of selling and manufactur- 
ing expansions. 


L n Production here has 
yn slowed down for the dull 
spell that is common in November. 
New buying, at a brisk rate, is ex- 
pected next month. In style, color 
plus trim is the thing. In addition 
to the colors of the card, familiarly 
known, there are such novelty stocks 
as these, to be used for trims, or 
even for whole shoes: 

Peacock patent, a brilliant irides- 
cent leather; brocade filament that 
is sometimes called wire mesh; 
chased finish like a watch case; 
lustre polka dot, Deauville basket 
weave, lace, gingham, moire silk, 
mother of pearl, Parisian shell, batik, 
tapestry, wall paper, wistaria that 
shimmers like the flowers of the 
spring, and channel wave that rolls 
like the waves of the sea; also, inlaid 
linoleum, though a fancier name is 
used. 

Besides, there is Miami alligator, 
a refined grain, some new snakes 
and a host of other reptiles, fish, 
birds and beasts. All of these stocks 


will be used for trims, in combina- 
tion with the smooth grains of the 
colors of the card; so it will be seen 
that color plus trim will be the thing 
in footwear fashions for the spring. 

Lines of lasts are sharper. Some 
toes are longer and narrower. Heels 
are high as can be. Ties, of the one 
and two eyelet types, are favored by 
fashion. New sandal styles, with 
front straps and open shanks, are 
coming along. One straps are not 
quite as slender as a shoe string, but 
are almost so. 


Let’s Have More “Occasions” 


By Jack Gorman 


of Murphy, Gorman & Waterhouse, 
Lynn 


Style develop- 
ment is proceed- 
ing on a nation- 
wide scale. We 
commonly speak 
of “Shoes for 
the Occasion.” 
Many of us have 
in mind the few 
“occasions” of 
our own experi- 
ence. We should 
amplify the say- 
ing with the thought that the multi- 
tude of people in this great land 
have a multitude of “occasions.” 

More than 10,000,000 women are 
now employed in gainful occupations, 
the greatest number in the history 
of our country. Each one of them 
has her own individual notions as to 
footwear for “the occasion,” and the 
means to satisfy it. This circum- 
stance is the basis of our recent tre- 





Jack Gorman 


mendous development of novelty — 


styles. 


I look for a further increase in — 
novelty styles, as well as an improve- — 
ment in shoes and shoemaking in — 
1927. We have within our industry — 
the means to improve styles as well — 
as to better quality, and I am con- — 
fident that the progress and pros- — 
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perity that is now common in the 
world of women will warrant our 
utmost efforts for the betterment of 
shoes in style and quality. 

While we. have a multitude of 
styles “for the occasion,” yet there 
is one principle that is common to 
them all—they should be beautiful, 
and they should fit perfectly, each 
one and every one of them. 


Shoe manufacturers 
Boston are studying the new 
shades in light colored leathers for 
spring. Among the brand new 
blond shades is walnut, which com- 
bines well with brown lizard and is 
one of the new dress shades for 
spring. Stone, one of the light tan 
shades, with a pinky hue, is another 
color that is being regarded with in- 
terest, as well as several shades in 
gray. Gunmetal patent leather is 
being sampled for trims on lighter 
shades of gray kid. 

Manufacturers building women’s 
style shoes are of the opinion that 
the flapper has become tired of look- 
ing sloppy as to her feet and real- 
izes that with short skirts she needs 
a higher heel, and airy types of foot- 
wear. With this in mind, even the 
old Cuban heel has been built on 
lighter and more styleful lines than 
last season. Eyelet ties are shown 
in a great variety of patterns and 
orders taken for spring show that 
merchants the country over have 
faith in this pattern as a good spring 
and summer seller. 

Insets of tapestry appear in some 
of the new models. Cherry is still 
running strongly. Black shoes in 
patent leather and calf and kid with 
higher throat lines are shown for 
spring with large cut steel buckles, 
so as to give merchants an oppor- 
tunity to sell extra pairs of shoe 
re as well as extra pairs of 
shoes, 


report that retail stocks the country. 
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over are generally low and that the 
tendency to buy spring shoes is 
growing stronger. 


How to Sell More Pairs 


By William Bresnahan 
Pres., Bresnahan Shoe Co. 


How to get 
extra pairage is 
the big thought 
of the allied 
shoe trades. The 
retail shoe mer- 
chant is the 
prime factor in 
this equation. 
My advice ‘to 
him, based on 
my many years’ 
study of the 
wants of the industry, is first, go 
after extra pair business by the in- 
troduction of light colors in kid, in 
light, airy effects, in shades to match 
the new gowns. Second, go after 
extra pair business by building up 
the retail shoe store’s selling forces 
to a new morale—to a new inspira- 
tion—in selling extra pairs by per- 
sonal solicitation. 

Do not get bewildered because the 
new merchant next door may be sell- 
ing shoes at $2.98 or $3.50. Your 
good reputation of five, or ten, or 
even more years, in satisfying the 





Wm. Bresnahan 


Oe ee 


In most sections of the country, shoe factories have entered 
the dull season. Fall and winter runs are over and the spring 
runs, with certain exceptions, will not begin much before the 
first of the month. This is the time of the year when big 
operators in the retail field, knowing factory conditions, come 
into the market and make arrangements for the volume of 
footwear they will need—in some cases at considerably re- 


M 


tell them to call at the store and 
look at our new light colored kids, 
in the latest shades and patterns. 


R h Rochester shoe 
ochester factories are en- 
joying a continued run of good busi- 
ness. The past two weeks has seen 
the clearing up of the big fall busi- 
ness and the between season lull is 
beginning to be felt. However, or- 
ders are coming in in a very satis- 
factory volume and shipments are 
reported to be entirely satisfactory 
for this time of year. 

The outlook for early spring busi- 
ness is very encouraging. The style 
shows to be held in the near future 
are expected to produce a good vol- 
ume of business, and the attitude of 
the merchants regarding the placing 
of orders in advance of the National 
convention would indicate that the 
Rochester factories will soon be run- 
ning at capacity again. 


Haverhill 


The approach of 
colder tempera- 


the plants until the close of the year. 
Seasonal slackness in the wood heel 
and other allied factories demon- 
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| BLACK KID is inseparable 


This is a reproduction of a 
page advertisement of 
SAKS-FIFTH AVENUE 
in the November issue of 
Harper’s Bazar. 

It authentically fore- 

casts renewed, and 
greater favor for 
footwear of rich 


black (ebony) kid. 


Cc » 
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SURPASS BLACK KID—a true 
ebony—adds its own beauty to the 
superb styling of the ultra fine foot- 
wear featured by leading departments 
and shops. . 


SURPASS LEATHER CO., NEW vO! Kx 


Tanners of Black Kid and Black Kangaroo Leather 
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lighter colors will be obvious early 
in the year. Fancy leathers, em- 
possed grains and finishes also seem 


to have added possibilities. Pumps. 


and dainty strap effects hold their 
place in front rank for general dress 
wear, while street and sport wear 
look to oxfords. 


Better Grades Sell Well 


By Fred L. Cooper 
Mgr. Haverhill Shoe Manufacturers’ 
Association 


The season 
just closed has 
been one of gen- 
eral profit- to 
our manufactur- 
ers. The between 
season interval 
finds the mem- 
bers of the in- 
dustry alert 
sampling new 
shoes and ex- 
tending every 





F. L. Cooper 
effort to attract the maximum spring 


business. It is generally predicted 
that the new season’s buying will in 
the main await the style show period 
of early in the year. Hopeful re- 
ports come from the current style 
conferences and advance signs are 
indicative of a good spring business. 
The local industry appears in a 
healthy condition with the individual 
enterprises on a sound business 
basis. Makers of the better grades 
of merchandise report a wider mar- 
ket and are directing their energy 
to serve this trade. Current busi- 
ness changes and reorganizations 
have been for the increased efficiency 
of the industry. Industrial leaders 
are generally optimistic of the spring 
of 1927 and conditions appear to 

favor local industry. 
Business in the 


St. Louis hte atria 


is being reported as better than fair 
and indications are that the months 
of November and December should 
prove better business periods than a 
year ago. Most of the large general 
line houses complete their fiscal year 
in October or November. Early re- 
ports are to the effect that increases 
will be shown in shipments. One of 
the larger houses has shown a de- 
cided gain in shipments, the amount 
being withheld until final figures are 
available. 


There is some complaint regarding hi 


collections which are reported as 
being slow, although no. one is. per- 
turbed over the situation. Weather 
conditions in many sections of the 
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country have retarded the shoe 
business, and with the first. period 
of real winter it is expected that 
business in the retail shoe field- will 
increase materially. 


Advance Buying Under Way 
By D. W. Martin 


Our business 
in the South has 
not been affect- 
ed as much as 
we at first an- 
ticipated it 
would be. In 
view of the cir- 
cumstances, our 
business is very 
satisfactory. As 
to general con- 
ditions, we can 
report that much activity is being 
centered around industrial sections 
of the country. This is not entirely 
the case, however, as quite a few of 
the agricultural districts are show- 
ing marked activity. The North- 
west is particularly good and our 
sales from this territory are excel- 
lent. 

The business ahead is in fine 
shape. Retail shoe merchants are in 
a position to buy vigorously, as their 
shelves are not loaded with a lot of 
obsolete merchandise. 

We expect a large business during 
the coming few months. Our spring 
line is practically completed and we 
will be ready to display the newest 
trend in footwear at the St. Louis 
pageant of footwear fashions, Nov. 
29, 30 and Dec. 1. Quite a few of 
our customers advise us they will be 
here to witness this style show, and 
we will be ready to show them some 
assured spring styles. 


Atisgea:: See e° 


Southeast has been lately showing a 
substantial gain in spite of the low 
cotton prices prevailing, and the fact 
that these low prices are having a 
more or less adverse effect on retail 
business in all parts of the South. 
According to the current business 
review of the Federal Reserve Bank 
of Atlanta, shoe sales for September 
gained nearly 10 per 
same month in 1925, and 
80 per 
still 





D. W. Martin 








79 





interesting to note that the Septem- 
ber report of the Atlanta bank indi- 
cates that September, 1926, business 
as.a whole was the. best of any Sep- 
tember of the past six or seven years, 
which is probably due to the fact 
that dealers this season delayed their 


buying longer than usual. 
° ° * Manufac- 
Cincinnati jars report 


orders still coming in small but 
steady. No notable increase. Most 
of the salesforce expect to be ready 
to go into their territory with new 
spring samples by the 15th, after 
which volume orders are looked for. 


Not Long Until Easter 


By Lawrence B. Cahill 
Cahill Shoe Co. 


In checking 
over the 1927 cal- 
endar, I notice 
that there are 23 
working days in 
January, includ- 
ing the Saturdays 
as half working 
days, and not in- 
cluding New 
Year’s Day or the 
Sundays. 

In February, 
there are 20% working days, includ- 
ing three Saturdays as half work- 
ing days and not including the Sun- 
days and Lincoln’s holiday, Feb. 12, 
and Washington’s holiday, Feb. 22. 
Very often these are taken as holi- 
days by the workmen and cannot be 
included as working days, especially 
in advertising. 





L. B. Cahill 


turdays as half 
working days and not the Sundays. 
Easter falls on April 17 and Palm 
Sunday on April 10. The retailers 
should have their shoes in 
stores at least two weeks before 
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Armotronds Cork Box Toes 
for Comfort and Style 


Kicks Don’t Register 
on This Toe 


“ 

Boot” the ball as hard as you like— 
you-don’t hurt an Armstrong’s Cork Box 
Toe: “It will yield, of course, but it comes 
right b back into perfect shape with never 
a mark nor wrinkle. «..*~ 


The average man in middle life doesn’t 
often kick a football; it’s true. But he 
daily subjects his toes to all kinds of pun- 
ishment that are almost as severe. That is 
where shoes equipped with Armstrong’s 
Cork Box Toes show their superiority. 


Armstrong’s Cork Box ‘Toes are 
springy, resilient. They provide just the 
right flexibility to suit your customers. 


When you sell a pair of shoes with 
Armstrong’s Cork Box Toes, your cus- 
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tomer is getting shoes that are already 
“broken in.” This gives you a new talk- 
ing point to close sales. 


Ask your manufacturer to put Arm- 
strong’s Cork Box Toes in your next 
order of shoes. More than 250 leading 
makers use this comfortable, stylish box: 


Armstrong Cork Company, Specialties Division, Lancaster, Pa. 


BRANCH OFFICES: 
Boston, Mass 197 South St. 
New York City 50 Church St. 
Chicago, Jil 320 W. Randolph St. 
Cincinnati, O 1017 Broadway 
St. Louis, Mo 204 S. Third St. 


Specify Them} 





z BRANCH OFFICES: 
Minneapolis, Minn..316 Third Ave., N. 


Toronto, Canada..Armstrong Cork & 
Insulation Co., 11 oon be 


Montreal, Canada. . oo 
& Insulation Co., ico i 


ma for Your Shows 











0, 1926 


— 
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Take Long Term Lease on 
New Building; Branch 
Set Up in Fond du Lae 


Fonp bu Lac, Wis.—General offices 
of the Menzies Shoe Co. will be moved 
from here to St. Louis where a long 
term lease has been taken on a large 
new building in the center of the 
wholesale district, according to Presi- 
dent S. D. Nichols of the company, 
who stated that the direction of the 
company’s factories, supervision of its 
sales offices and the purchasing de- 
partment will be handled in the new 
location. Mr. Nichols said that his time 
will be divided between St. Louis and 
Fond du Lac for a time and he will 
eventually make his permanent resi- 
dence in St. Louis. 

The company’s business in this city 
will be handled by A. W. Buerger, 
vice-president, and the manufacturing 
end will be in charge of J. B. Lang, 
superintendent. A small office force 
will be held here and a branch sales 
office will. be maintained. S. D. 
Spoerke, wholesale manager; H. J. 
Kenyon, credit manager; Miss E. B. 
Bohn, secretary of the company and 
private secretary to Mr. Nichols, are 
among those who will go to St. Louis. 

C. R. Spore, who was with the Brown 
Shoe Co., fot 19 years, is general su- 
perintendent. and supervises executives 
in all of the Menzies’ factories. The 
plant at Cookeville, Tenn., which 
was placed in operation 87 days after 
the date ground was broken, has now 
reached a production of 4000 pairs of 
shoes daily. The new factory at New 
London, Wis., should be in operation 
not later than Jan. 15 according to 
Mr. Nichols. 

The company has just received the 
largest contract from the Government 
awarded since the war, which calls for 
222,735 pairs of shoes to be delivered 
within ten months at a cost of $644,- 
260.98. 


George R. Voliman Enters 
Garter Manufacturing Co. 


CINCINNATI—George R. Vollman, for 
many years of the Vollman Lawrence 
Shoe Co., has severed his connection 
with that company and has taken over 
the National Garter Co., 904 Broad- 
way, Cincinnati. Mr. Vollman has been 
identified with the shoe industry for 35 
years and has had extensive experi- 
ence in the 
shoes. The National Garter Co. has 
been a well established business in 
Cincinnati for years and will be con- 
Sot be ee aot F oa" — 
ples with q rge R. 
Vollman, Jr., who has been og. 
shoes for his father for a number o 
years, is president of the com , 
and Robert H. Vollman, a brother 
fee George Voll- 
man, Sr., maintain a temporary 
office at 904. Broadway. 





Menzies Shoe Company to Move 


General Offices to St. Louis 





roduction and selling of | 


Rochester Shoe Group 
Gives Watch to Taft 


Honor Retiring Official Who Goes 
to Mercantile Agency 


RocH# N. Y.—The annual meet- 
ing of the Rochester Shoe Group of the 
National Credit Men’s Association held 
at the Oak Hill Country Club, was 
made an auspicious event because of 
the presentation to retiring President 
Charles C. Taft of a handsome gold 
watch, suitably inscribed. The presen- 
tation address was made by 7 C. 
Phelps, credit manager of P. W. Minor 
& Sons, Inc., shoe manufacturers of 
Batavia. The occasion not only marked 
the retirement from office of Mr. Taft, 
but his advancement to a position of 

at responsibility with the Shoe and 

ather Mercantile Agency. For ss 
he has been credit manager for Utz & 
Dunn Co., of Rochester, whose business 
is now being liquidated. 

After dinner the officers for 1927 
were elected as follows: President, 
John D. Finneran, credit manager for 
C. P. Ford & Co., Inc.; secretary, James 
A. Kepley, credit manager for D. Arm- 
stron & Co. Both are charter mem- 
bers of the group. Mr. Finneran was 
chairman of the Rochester delegation 
of shoe credit men which recently at- 
tended the meeting of the Credit Group 
of the National Boot and Shoe Manu- 
facturers’ Association at Pittsburgh at 
which he made the principal address 
and won for himself a place of great 
honor. His election was unanimous. 





Ornsteen Succeeds 
Bradley as Ass’n Head 


HAVERHILL—Myer T. Ornsteen, head 
of the M. T. Ornsteen Shoe Co., this 
city, last week was elected chairman of 
the board of trustees of the Haverhill 
Shoe Manufacturers’ Association to 
succeed Everett Bradley of the Bradley 
Shoe Co., resigned. r. Ornsteen, a 
successful shoe manufacturer and ca- 
pabie executive, heads the local shoe 
men’s organization after serving the 
industry in various capacities. Mr. 
Ornsteen as chairman of the associa- 
tion membership committee was re- 
sponsible for the dou 
member firms in the 


men’s or- 
ganization. The 


one of the in the local industry, 
selling the large department store 
trade. 

Rosen Wears a Grin 


Boston—George ‘ M. general 
manager of Merchants Shoe is not 
ns it oueion the erin that vod 
come off” ha with 

or 
Fim witha 
born on Th 


, Barbara 





ond child—having & son four years old. 
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Henry J. Utz, Shoe 
Manufacturer, Is Dead 


Rochester Market Pioneer Dies 
Shortly After His Retirement 


RocHESTER, N. Y.—Henry J. Utz, 
president of the Utz & Dunn Company, 
manufacturers of women’s footwear 
for the past forty-five years, died Sun- 
day, Nov. 14, at his home, No. 517 Uni- 
versity Avenue, aged seventy-six years. 
For the last three months Mr. Utz had 
been in poor health and last week his 
condition was reported as critical. 

Until last August Mr. Utz took an 
active part in the shoe business which 
he and William H. Dunn had built up 
successfully. He planned to retire 
from active business the early part of 
next year, the factory having been 
sold to the W. B. Coon Company last 
summer. During the years that Mr. 
Utz had been engaged in business, the 
Utz & Dunn Company has shipped 
many million pairs of shoes to all parts 
of the world and distributed millions 
of dollars through its payrolls to the 
citizens of Rochester. 

Born on March 28, 1850, in Unter- 
duefstetten, Wurtemburg, Germany, 
Mr. Utz came to this country when 
eighteen years old. He had a thorough 
training in the shoe business in Ger- 
many and on arriving in Rochester he 
continued at this trade. He was em- 
ployed in different shoe factories in 
this city and acquainted himself with 
the manufacturing business in this 
country. In 1880 Mr. Utz went to 
Cincinnati where he entered business 
for himself in a small way. Havin 
made the uaintance of William 
Dunn, who then was engaged in the 
retail cigar business, an agreement was 
formed between them to engage in the 
manufacture of slippers. 

The business was started in —- 
ber, 1881, in the old Stewart building, 
at Andrews and Water Streets, Mr. 
Utz taking charge of the manufactur- 
ing end of the business and Mr. Dunn 
the selling. 

Mr. Utz was a member and former 
director of the Rochester Club and also 
was identified with the Rochester 

of Masons. 
He leaves his wife, Eloise Chatfield 


tz, of Pitts- 
ford; two “kyo 

Mrs. Howard W. Minchin, of this city; 
a sister, Mrs. B. Bramer; a brother. 
Andrew Utz, and six grandchildren. 





. 11, their sec- | of 
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Curve HIGH GRADE 
CALF & SIDE, > 





AMERICAN 
HIDE &, LEATHER CO 


> " <, 

















WILLOW 
CALF 


FOR WOMEN’S SHOES 


Kiddy Appearance with Calf Stability 


~ > ARNO en re ANT hem rgb ors ¥y 
supunanswenannaneanes 























238—Shell Grey 255—Rose Blush 
250—Marsala 256—Spanish Raisin 
251—Stroller Tan 257—Stone 


254—Hampstead Brown 258—Pastel Parchment 



































FOR MEN’S SHOES, SPRING 1927 \ ( 
of 
Two Popular Shades * 
vi 
No. 111—New Tan © - 
No. 115—Already Widely Popular Tan - 
Write for Samples } 
C 
ir 
tl 
M 
ies x 
Boston New York Chicago St. Louis Cincinnati : J 
. AMERICAN HIDE & LEATHER CO., LTD. C 
| Northampton and Leicester, England; Paris, France 1 t] 
CALF AND SIDE UPPER LEATHER TANNERIES _ ‘ | N 
Lowell Chicago Sheboygan Ballston Spa Curwensville i t! 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient. 4 : 
BARK Al 
RETAN 
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Charles W. Morrill, vice-president 
of the N. S. T. A. He sells the out- 
put of the Durand Shoe Co. 


Nat Berg, who represents the F. M. 
Hoyt Shoe Co. in New York City, 
formerly with Diamond Shoe Co. 
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T. A. Delany, secretary of N. S. 
T. A., attended the recent National 
Shoe Styles Conference 


Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


HARLES W. MORRILL, N. S. 

T. A. vice-president, who sells 
the output of the Durand Shoe Co. 
of Richmond, Me., to the volume 
trade, is now covering a wide stretch 
of country extending from Knox- 
ville and Atlanta up through Char- 
lotte, N.*C., Lynchburg, Chicago, 
Minneapolis, St. Paul and other 
points in the Northwest. 


AT BERG, for seven and a half 

years with the Diamond Shoe 
Co., and with a large acquaintance 
in New York City, now represents 
the F. M. Hoyt Shoe Co. in “The Big 
Metropolis.” 


OHN D. BAXTER, for many 

years with Lounsbury, Mathewson 
& Co., is now with the Model Shoe 
Co. of Haverhill, Mass. He covers 
the New York trade, metropolitan 
New York, and the larger cities in 
that vicinity. 


HARLES E. LYNCH of Eau 
Claire, Wis., formerly with the 
Sherwood Shoe Co., is now traveling 
bp Northwest for A. M. Creighton, 
ynn. 


in the Nation 
BY HELEN M. HANEY 





GIVE HOME ADDRESSES 


National Secretary Delany, 
> 183 Essex Street, Boston, re- 
+ minds those making applica- 
tion for N. S. T. A. group in- 
surance to give their home ad- 
dress rather than that of a 
hotel at which they may be 
stopping temporarily. Insur- 
ance policies are liable to for- 
feiture both on account of 
non-receipt as well as of non- 





. 








| acpinanieole she will be a shoe trav- 
eler—perhaps not—but, anyhow, 
here’s the latest news: Joseph J. 
Anthony of Richmond, Va. who. 
travels sections of the South for A. 


proud of the first arrival in his fam- 
ily. Wife and baby are getting 
along splendidly, Joe writes. 
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Seater er sez 


From the day he starts his furnace until he lets it out—a good 
six months of the year, he wears high boots with lacing hooks. 


There are thousands of him. They want comfort, not fads. 
They’re the men who buy shoes with lacing hooks. 


TI 


When you order, specify visible eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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Lou Friedman, member of the firm 
and sales representative of Baker 
& Friedman, Inc. 


sé" OU” FRIEDMAN, firm member 
L ana sales representative of 
Baker & Friedman, Inc., of Brook- 
lyn, recently completed his initial 
trip through the South and Middle 
West, and reports a very satisfac- 
tory amount of business signed. He 
is now “making the rounds” again 
with a brand new line of samples 
embodying all that is new for early 
spring selling. His itinerary in- 
cludes the St. Louis Style Show. 


ARRY HAMBURGER, sales 

manager for the Bloomfield 
Shoe Co., Inc., Haverhill, Mass., 
who covers the volume trade of the 
country, has Boston headquarters at 
Room 307, 183 Essex Street. He is 
planning to attend the St. Louis 
Shoe Style Show with his new crea- 
tions in’ women’s McKays and novel- 
ties. 


OMINATION of officers for the 

ensuing year will be made at 
the next meeting of the Wisconsin 
Shoe Travelers’ Association to be 
held in the Old English Room of the 
Hotel Medford, Milwaukee, Nov. 27. 
A luncheon will be served prior to 
the business meeting. The associa- 
tion is expecting an attendance of at 
least 60 members. 


B. FIELD, sales and advertis- 

@ing manager for the Ground 
Gripper Shoe Co., Boston, cannot 
only tell salesmen how to sell more 
shoes, but how to sell more insur- 
ance. At least, that is what the sales 
manager of the John Hancock Life 
Insurance Co. thought. The two 
men were indulging in a friendly 
golf game one day recently when the 
invitation to Mr. Field was given, 


and he later “made good” by talking 
to 125 salesmen and saleswomen of 
the John Hancock Life Ins. Co. just 
prior to their two months’ selling 
campaign, which ends Jan. 1. Two 
teams were formed, which “dubbed” 
themselves the Ground Grippers and 
the Fallen Arches. The results are 
awaited with much interest. 





RANK B. KING, chairman of 

the N. S. T. A. Shoe Style Com- 
mittee, is receiving many congratu- 
lations on his able report, made at 
the recently held National Shoe 
Styles Conference, New York, at 
which some 2500 were present—the 
largest in the history of the organ- 
ization. Mr. King, who is vice-presi- 
dent and sales representative of 
Wm. Goldstein Co., Inc., New York, 
is considered one of the best au- 








“Mine Host’ T. H. Gowman of 
Hotel Gowman, Seattle 





; HOST!” 


THE CREED OF 
MINE HOST GOWMAN 


To greet you—as in days of 
yore 
The Host received you at his 
door : 
With courteous formality, 
To proffer hospitality 


That springs sincerely from 2? 
the heart. 

To play ye olde time land- 
lord’s part 


In studying your every need, 
Yet not obtrude in word or 
deed, 4 
To earn of you this simple 
boast: 
“He was in very truth MINE 
T. H. 


Gowman, 
Menogne er fa Be 
tel Gowman, Seattle, Wash. 
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thorities in the country on “what’s 
what” in fashionable footwear for 
the ladies. 


ager and stylist of the Martin 

einstein Shoe Co., turn shoe manu- 
facturers of Brooklyn, is planning 
to attend the St. Louis convention. 
Jack covers the metropolitan terri- 
tory around New York and is par- 
ticularly well known in this locality. 


J cr WEISBERGER, sales man- 


@ Fechheimer Co., has joined the 
sales staff of the Julian & Kokenge 
Co., Cincinnati. He covers North 
Carolina, South Carolina, Georgia 
and Florida. Mr. Rau needs no in- 
troduction to his large-circle of ac- 
quaintances among the shoe mer- 
chants. He knows shoes from A 
to Z. 


J L. RAU, formerly with Krohn- 


ARRY L. BIDDLE covers West 
Virginia for the Stanley-Dut- 
tenhofer Co. 


M KENNEY, who has repre- 
sented the Rice & Hutchins, Inc., 
for the past nine years in “The 
Greater City,” Long Island and the 
Connecticut trade, is now with the 
A. H. Berry Shoe Corporation of 
Portland, Me., and Boston, makers 
of women’s welts, McKays and the 
Davis New Process shoes for wo- 
men. Tom was recently tendered a 
farewell and “good luck” dinner at 
the Franklin Inn, New York, by the 
New York salesmen of Rice & 
Hutchins’ New York company. 
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REG.U.S. PAT. OFF. 


Basketball and gymnasium teams, more and more, are 
favoring Keds. The new numbers and improved favorites 


have established Keds as the standard shoe line for all indoor 
athletics. With the season now about to open, you can build 
up your fall profits with a representative stock of Keds. 


United States Rubber Company 


“SPRING-STEP” 
A new arch cushion Keds. 
Relieves foot strain. Arch 
supporting stays. 


“CREPE SOLE 
METEOR” 
Feather-weight shee, 
vulcanized crepe sole. 
Great favorite. 






















1926 
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Styles in 


Tennis 


1927 Models 


Feature New Sport 
Patterns 


HILE the weather in the 
W East, the North, and other 
sections of this great coun- 
try of ours sends down snows, icy 
rains, and chilling blasts, with over- 
shoes and cold-weather shoes gener- 
ally in demand by the consumer, 
there are still many sections of the 
world, and right here in these good 
old United States, too, where canvas 
rubber soled shoes are being dis- 
played and sold in goodly numbers 
because they are just what the folks 
want now for outdoor sports and for 
general wear. It is always summer 
somewhere, to the accompaniment of 
canvas shoes for outdoor wear, and 
there is always a period in climes 
with cold weather seasons, and espe- 
cially before the Christmas rush sets 
in, when retail shoe merchants may 
think calmly and progressively of 
their canvas rubber soled shoe needs, 
and make known their wants in ad- 
vance for the new and attractive pat- 
terns offered by manufacturers for 
the spring and summer of 1927. Or- 
ders already placed by buyers show 
a renewed demand for the product. 
With lower prices ruling on canvas 
rubber soled shoes, and with distinc- 
tive features appearing, among them 
the emphasis placed on the new color 
trends. “Tennis,” as “the old timers” 
in the trade long ago “dubbed” can- 
vas rubber soled shoes, “looks up 
promisingly” for next spring and 
summer. 


Toe business constitutes a 
valuable proportion of the rubber 
shoe output. There were 82,078,137 
pairs of rubber shoes made during 
1925, according to government sta- 
tistics. Of this number, 24,999,932 


tion value was $19,122,826, of 


Here Are Canvas Rubber Soled 
Shoes “For the Occasion” 
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(Photo reproduced through the courtesy of “The India Rubber World’) 


A group of tennis and general sport canvas rubber soled shoes, reflecting 
the new style trends for 1927 


$23,818,134 was tennis. Some rub- 
ber shoe mills make more tennis 
lines than others. The Hood Rub- 
ber Co. runs a very big ticket the 
year round, with 20,000 pairs daily 
during the fall season, and with an 
output of 40,000 pairs daily during 
the spring. 


E shoes shown in the illustra- 
tions at the top of this page 
emphasize various new tennis types. 
For instance, the Converse Rubber 
Co. presents a new pattern in a bas- 
ket ball shoe for general use by high- 
school teams and other athletes 
whose requirements are not so rigid 
as college and professional players. 
The “Grip Sure” of the Beacon Falls 
Rubber Co.’s line is a sturdily built 
model, made for boys’ general wear. 
This class of shoe carries uppers of 
heavy army duck, has reinforced 

























fabric foxing, sturdy outsoles, and 
is leather trimmed. The “Grip 
Sure” is its name to the export 
trade; it is sold as the United States 
“Royal Tread” to the domestic trade, 
The Dominion Forum illustrates a 
Canadian tennis style. Its fashion 
trend follows quite generally that of 
the American trend. Crepe soles are 
carried throughout this line. The 
Goodrich “Flash” is an interpreta- 
tion in tennis of the Zipper over- 
shoe. This shoe carries the “Hook- 
less” fastener in place of the time- 
honored eyelets and shoe lacings. 
The United States “Stellar,” a gen- 
eral sports utility shoe on the bal 
type, carries a crepe sole, and fea- 
tures a new type of construction in 
that it does not lace to the toe and 
is so built as to prevent the dirt 
from sifting inside the shoe. It is 
white canvas, black rubber trimmed. 
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An exceptionally active pat- 
tern, proving its wide 
appeal. 


Made to order in any 
combination. 


Imported German Silver Kid 
and White Satin Pumps— 
ready for delivery. 


Fair Sex Shoes will be shown in St. Louis 
at the Missouri Hotel, formerly known 
as the City Club. 








Lynn, Mass. 





The appeal of style and color 
starts every sale of women’s 
footwear—but good fit and 
good workmanship are the 
best closers at your command. 


Every shoe demand of the 
Fair Sex is met with Fair Sex 














You Probably Know 


HAMILTON-WADE CO. 
BROCKTON, MASS. 


MANUFACTURE 


S3imwelb 


Patented 
CORK SOLE 
WELT 


AND 
TUFSKIN 


STRIPPINGS 


BUT— 


We want to remind you that we also 
manufacture a complete line of shoe 
trimmings in leather and artificial 
leather. 
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Ai nnouncement 


Wt take pleasure in announcing the 
opening of a 


Service Branch 


at 


646 Stinson Boulevard 


(Northwestern Terminal Building) 


Minneapolis, Minnesota 


where a complete stock of the famous 


BIG LINE 
RUBBER FOOTWEAR 


will be carried. 


This new distributing agency will be in 
charge of a thoroughly capable and experi- 
enced personnel, and is equipped with very 
superior facilities for the prompt and efficient 
handling of orders. 


We solicit your patronage. 
(Signed) Converse Rubber Shoe Co. — 


MorTon L. PATTERSON 
Western Selling Agent 





CONVERSE RUBBER SHOE COMPANY 
Factory end General Offices, Malden, Mass. 
New York } Philadelphia Chicago 
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coenng our latest origination— RR AJ AH 


CORK 
SOLES 


Extreme Lightness be- 
ing half the weight of the 
ordinary leather or com- 
position sole will give 
their wearers a refresh- 
ing sense of lightness and 
ease on their feet. 


Perfect Foot Insulation, 
repelling heat in the Sum- 
mer and cold in the Win- 
ter. 


Cannot Slip in Wet. Re- 


peated and long con- — 
tinued wearing tests have A scientifically perfect 


plainly proved the abso- _— blending by our exclusive 

lutely non-slip qualities 

of Rajah Cork Soles. process, of cork and pure 

High Class Appearance. rubber latex; resulting in a sole 

The light oak tan color of with all the elements that appeal to 

the sole, combined with ladi d dl 

the attractive natural adies and gentlemen. 

bottom, gives a tone of 

apparent exclusiveness Already in use by leading manufacturers of 


and attractiveness to the . - 
shoe. men’s and women’s finest footwear. 


Easily Attached. Rajah 
Cork Soles are attached 
by the same two unit 


method as used on Rajah ‘ 
Crepe Soles, with the Advance Orders for Spring 
same perfect results. | Assure Another Record Demand 


for 
RAJAH CREPE SOLES 


Specify RAJAH if you want the ORIGINAL CREPE 
RUBBER SOLE. 


Do not confuse RAJAH with the so-called ENGLISH or 
AMERICAN CREPE. 


Demand RAJAH IS DIFFERENT and costs no more than imitations. 


the | ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. . 


Established 1837 











H 
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November 20, 1926 


early months. Start your color sea- 
son before Easter and then play it 
right through—and have your colors 
lighter as the season advances until 
you run into light airy shoes, IT 
WILL BE NECESSARY TO MAKE 
A SPECIAL STUDY OF BLEND, 
AND HARMONY OF COLORS 
AND MATERIALS. The shades of 
pastelle parchment, shell gray, rose 
blush, stroller tan, and other colors, 
were all adopted by the color com- 
mittees of the various branches of 
our industry. These colors will be the 
basis of a great number of two or 
three tan shades, as well as forming 
the combining colors with other 
blending shades, with tapestry insets 
and reptilian effects. I have recently 
noted the marked success of apply- 
ing a very high lustre on certain 
light colors to look like patent, and 
made into shoes for street wear. 
Watch this tendency. 

The question was asked: “What 
proportion of whites do you think 





Keep Your 


McLear, Newark, says: “Thirty- 
four Years Selling Good Shoes.” 

Stetson’s Boot Shop, Cleveland, 
says: “Remember that while you are 
observing other people’s shoes they 
may be looking at yours.” 

Florsheim, San Francisco, says: 
“It is inconsistent to mar the effect 
of well-tailored clothes by the wrong 
choice of shoes.” 

Jos. Fearey & Son, Albany, says: 
“Economy thru quality.” 

Martin Larson & Son, Chicago, 
says: “Comfort inside—style out- 
side.” 

Coes & Young Co., Boston, says: 
“You can afford to wear Coes & 
Young shoes.” 

Siebert’s, Springfield, Ill, says: 
“Here is a store that caters to the 
masses. A complete shoe store for 
the little folks—and the grown ups 
alike.” 
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Selling the Shoe Merchant 
On a Colorful Spring, 1927 


[CONTINUED FROM PAGE 47] 


will sell?” Mr. Holden replied that 
he thought locality had considerable 
to do with it. “Last year I con- 
sidered a bad white season,” he said. 
“However, I sold more white shoes 
in my department than I ever sold 
before. I believe that white shoes 
as a high style proposition are slip- 
ping. A woman considers white 
shoes as a utility proposition—I be- 
lieve that white shoes will sell better 
in low grades than in high grades. 
This is only a personal opinion.” 

Another question: “What leathers 
in general types, when you say black 
leathers? Do you mean patent 
leather, or dull leathers? What do 
you mean by black leathers?” 

Mr. Holden said: “We did not 
give patent leather any prominence 
because we did not feel that patent 
had as much prominence as under 
the other classifications. We ignored 
entirely the finish of the leather— 
it might be a bright finish, or a dull 
finished calfskin, or a suede, or a 


Feet Young 


[CONTINUED FROM PAGE 45] 


“Shoes that fit—look better—feel 
better—wear better.” 

Potter’s, Cincinnati, says: “‘Five 
out of six college men who have 
come to Potter’s in the last month— 
and they number up in the hun- 
dreds—have chosen the new Collegi- 
ate Calf Oxford.” 

Mike Dougherty, Louisville, says: 
“Many a man with tender feet re- 
duces his efficiency and develops seri- 
ous foot troubles for the lack of 
proper shoes.” 

Lester, Wilmington, Del., says 


Kempner’s, Little Rock, says: 
dividuality in Footwear.” : 
S. & A. Rosenbaum, Youngstown, 
Ohio, says: “Breezy, 
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patent leather. I feel that there 
will be little black suede sold over 
the period for which we have 
planned.” 

He told that one merchant in New 
York said last week to him in an- 
swer to his query: “Will I see you 
at the styles conference?” This 
merchant said: “What will I do 
there—it means nothing to me.” Mr. 
Holden replied: “I do not believe, no 
matter what your grade, or clicntéle, 
that you can afford to miss the meet- 
ing, because we will dictate there 
the trend—it will pay you to listen 
in. We will not tell you what pat- 
terns—we may tell you the type— 
we will tell you what color is good, 
and whether you like it, or admit it, 
you have got to follow that trend. 
That answers the specialist—he may 
have exclusiveness in his shop, but 
he cannot keep away from certain 
trends, and these trends your style 
committee promises to control for 
the betterment of industry and the 
stabilization of the whole industry.” 


On the Hand 
of Fashion 


[CONTINUED FROM PAGE 48] 


Generally speaking, whenever a 
given color advances to the ‘front 
rank it assumes a governing in- 
fluence in the nature of semi staples. 
And so we must look for beiges, 
browns, tans, greens, pinks, reds to 
carry a cast of yellow. Honey browns 
are one example and shrimp pinks 
are deserving of mention in colors 
having yellow 

















a fs 
i 


Z 





before reaching the climax that 
comes to all movements in Ameri- 
can life and the 
France as well. Thus, 
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CHUMS 


“The Classy Shoe for Children” 
Cordially Invites You— 


MR. SHOE RETAILER 


to call and see them in 


Room 730 


Mayfair Hotel, St. Louis 
Nov. 29th and 30th and Dec. Ist 


The visit will be mutually profitable and 
a pleasure. 


Sincerely yours 


GEO. C. SELLS 


The Clayton Shoe Company 


19 So. Wells St., Chicago, IIl. 


PREVENTS STONES FALLING OUT 


No. 
No. 
No. 
No. 


45 W. 34th St. 


RHINESTONE HEELS 
IN STOCK 




















Made by a Process That 






4174%2—Gold and Silver—20/8....$ 4.00 per pair 
417 —Gold and Silver—20/8.... £5.00 per pair 
517 —Gold and Silver—22/8.... 6.50 per pair 
617 —wWhite Aluminum—20/8.... 14.00 per pair 


Also Large Variety Fancy pom ag Designs, 
$3.50 pr. to $12.00 


DEAUVILLE IMPORT CORP. 


Importers and Manufacturers of Shoe Specialties 


New York 



















1876—“Fifty Years of Service”—1926 


For Good Buying 


of Good Insurance 


It is just as important to demand highest 
quality insurance as highest quality mer- 
chandise. Defective merchandise can be 
made good, but defective insurance is a 
total and irreparable loss. 


Central policies offer the soundest kind 
of insurance protection. We provide ex- 
pert help in fire prevention— honest 
losses are promptly paid. Premiums are 
based on normal rates, but actual cost is 
reduced by 30% through dividends to 
policy-holders. 

Insurance in the Central is good buying of 

good insurance. Complete information, with 


copy of our 50th Anniversary Booklet, on 
request. 





FIRE and AUTOMOBILE INSURANCE for SELECT RISKS 

















PATENT, SATIN 
PER DOZEN PAIRS. 


IN STOCK 





Rhinestone Trimmed 
Pump Straps 






AND COLORED LEATHERS—$0.00 
ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 
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Write for Complete 
Catalog 
























TOE SLIPPERS 

BOX TOES 
618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 


No, 608 
PINK SATIN 
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Butler olwear 


, The fashion race is to the swift—and 


ir 


r the exclusive. 








Distributors of Butterfly Footwear 
know the value and strength of our pattern 
department. It works swiftly with wide 
sources of information to build exclusive 
Butterfly styles. It works secretly—only 








releasing these styles when they are right 





Our 61 last. Short vamp, 20/8 and where they are to be sold—on the 
heel. We have this same last in “a: 
14/8 and 11/8 heel. fitting stools of Butterfly customers all 
over the land. 





If you want to sell smart McKays that 
are different—buy Butterfly Footwear. 


B GEO. B.LEAVITTCO. ff 4 
_. FARMINGTON,N.H. : 
Women’s Shoemakers Exclusively 





for 35 years 


a 


Boston Orrices sas Enon Sealer 
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UGRAN & Sons. 
ch <ony Rp 


High Class, Shoe 
Makers g “ER aN 
Sukkur Sind, India. Kel " 


Established 1897. ike. = % 


Telegraphic Address:— 
URGAN Suxxur 


e 
Commevidl Oradeag Comp LI fUulOy 


Ufficerand [iter hocatr, pa ag FOO 


teonns SVeved._ 22, Sep. 1926 _ 


From. ’Round the World 


the Questions Come! 
ENGLAND! INDIA! BUENOS AIRES! 


The fame of our Information Bureau has 
become international. The scope of Uncle 
George’s work has circled the globe. This 
seems to prove that Boot and Shoe Recorder 
subscribers everywhere have puzzling prob- 
lems, the answers to which this department 


supplies. 


Wherever you are, you can always “Ask Uncle 
George.”? The information is free. 


sh Hack 
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ww 
BUREAU MANAGER 


BOOT AND SHOE RECORDER INFORMATION BUREAU 
207 SOUTH STREET, BOSTON 























November 20, 1926 BOOT AND SHOE RECORDER 








OK RECORD sysrex, 





EFFICIENT 










Taking the “REC” out of your RECORDS 


Income Taxes Demand Accurate Records 
Your Banker Demands Accurate Statements 
Your Profits Depend on Efficient Buying 


The Recorder Stock Record Book Is Simple and Easy to Keep—Certain 
and Accurate 


$4.50 Complete Mailed to Your Store 


AND YOUR 1927 RECORDS WILL BE COMPLETE AND CORRECT 
MAIL CHECK FOR YOUR COPY TODAY 


WESTERN SERVICE DEPARTMENT 
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What Is Selling 
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WHERE TO BUY 
Men’s Shoes 
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(P).. A. PACKARD CO., “mata (P) 

























NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 










Left—Two tones to the fore. 
applying trimmings. Here is a 
a high cut pump developed by C 


And, incidentally, a liberal education in the art of 
design applied to the throat of 
yer, New York, and selling well at retail for 
$14.50. 


































Center—For afternoon dress wear, the Innes Shoe Co., of Los Angeles and Pasa- 

dena recommends and sells this model, known as the Marianne, in patent trimmed 

with black lizard, in blond kid and in grey kid and in black satin trimmed with 
moire. The price is $14.00. 


Right—Blond trimmed with autumn brown kid makes this new two-eyelet tie model 
one of exceptional beauty and salability. Sold by Hanan & Son in their New York 
City stores. 

















Covering the Entire Country in a Telegraphic 
Style Survey 






ness. 

















-— Howard us SHOES ase 


BROCKTON, MASS. 
Address all commanications to the factory 

















T the regular monthly meeting 

of the Retail Shoe Dealers As- 
sociation of New York (the New 
York City organization), last week, 
a consensus of opinion on what is 
selling in the metropolis developed 
the general information that straps 
lead in patterns, with one straps 
outselling two, three or ~multiple 
straps; closely followed by fancy ox- 
fords. Patent was voted the leading 
material, with black and brown 
suede second. In colors, black still 
holds first place, pushed strongly by 
brown, which in turn is followed by 
gray. Modified toes, tending toward 
the more narrow effects are the 
biggest sellers in lasts. 





Tans, in heavier types of 
shoes, principally oxfords are sell- 
ing better because of the colder 
weather. Tans in ties and one and 
two button types are going good. 


H. BAXTER of Seattle, Wash., 

@ reports their blucher tie ex- 
ford going over big. Styles, lace 
effect very strong, then one plain 
strap, then opera and buckle effect 
pump. Materials, plain, patent 
leading, then patent combinations, 
black satin, brown effects. Evening 
slippers, brocades leading, then sil- 
ver kid, then paisley tan. Calf 


HE Innes Shoe Co., Los Ange- 






sport oxfords trimmed very strong. 


WEAVER, the Walk-Over 
L. Store, Milwaukee, Wis., re- 
ports patents still the leading sell- 
ers, with tans a close second. 
Patents run largely to Colonials, 
thereby increasing the buckle busi- 


les, Cal., report that they have 
sold one thousand pairs of the 
Marianne pattern in six different 
combinations and have the third or- 
der at factory. This style was re- 
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fords are selling. Witness this 
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Left—And in the South, where one looks for the lightest of light footwear, ox- 


broguey pattern—‘“a woman’s walking shoe from 

London”—as it is described by L. Slesinger & Son of Baltimore. 
Center—Not to be outdone, Baxter and Baxter of Seattle, Washington, flash this 
oxford tie, heavily punched and perforated and with a creased 


Right—The cut-out oxford with side tie has been developed in a ber of 
materials by the College Boot Shop of Los Angeles to sell at $8.50. Included in 


vamp. 





the materials and colors are black patent, black satin, blond kid and reptile and 
autumn tan. 








juvenated from three years ago 

= and the girls that like short vamp 
shoes buy them on sight. Believe 
we will have the biggest colored 
kid season next season we have 
ever known. Such colors as pas- 
tel, parchment, peach bloom and 

rose beige as number 725 Newcas- 
tle running later to water lily. Of 
course, Southern California will 
sell white shoes from March 1 to 
Aug. 1, but lighter shades will take 
away some from white shoes. 


H. BARTON’S of Buffalo, N. 
e@ Y., are seiling black, stroller 
tan and the new golden browns. 
Narrow straps with high heels 
in the patents are the pace set- 
ters in style, followed closely by 
the satins and suedes. Combination 
and medium are the lasts in demand 
with a small call for French mo- 
dels. For afternoon and street 
wear patents, lizard tans, black 
kids and black lizards are the popu- 
lar patterns. 

In men’s shoes Mr. Barton said 
that the colors were selling at 
ahout the ratio of 60 per cent black 
to 40 per cent light. With the 
younger element the short vamp, 
wide-toed, balloon models are still 








selling well. Medium lasts are also 


going good. 


RNEST N. PARK of Park-Bran- 
nock Co., Syracuse, N. Y., says 
“the diamond eyelet men’s oxford 
has been a good seller in both black 
and tan in this grade of shoe, but 
do not think it would sell as well 
at over $7.50 or $8. We have two 
other numbers which have been 
even better than this which carry 
the diamond eyelet. They are the 
blucher pattern with leather heels, 
carrying a combination of Scotch 
grain tip, saddle and quarter with 
gun-metal vamps and inlay on quar- 
ter, same as the cut inclosed. 
“This shoe in both black and tan, 
has proved a good number at $7.50. 
There is also good action on the two 
numbers in question with tap soles, 


These shoes are stitched on tip — 


with two rows of tan, fine white 
saddle stitching center and two 
rows of tan to match the leather. 
Of course, im the black shoe it is 
black with saddle stitching in the 
center, making in all six rows of 
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WHERE TO BUY 
Men’s Shoes 
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HAND LASTED 


Bion F-RevNno.ps Cow. 
BROCKTON, MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 

ACTION! STYLES! 

“They've Cot to Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 














WHERE TO BUY 
Standard Shoe Materials 











CREESE & COOK CO. 

































































98 


a i i ee eel 


WHERE TO BUY 
Men’s & Women’s 

















Slippers 
ot : 
fe obghe - => 
atatnen Store, Dp 
PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 


initia 6 a ee 
The Quality 

Swan ShoeCo., Baltimore, Md. 

New York Office, Room 1116, 1328 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


- $24.00 per doz. and é 


Up. 
a 





Of the 

Better 

Grade 
BEST-EVER 
Soft-Sole Leather 

Boudoirs and Novelty 

Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 








‘Novelty Slipper Co. 


Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 





New York City 











PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
; owner of Thade Mark’ Pullman’ 
MADE ONLY IN GENUINE 
GLAZED KID 
Colers—Biack and Brown 


full sizes 3 toll in Stock 
M. GUSTIN CO. J 
- wigs st New York 








IN STOCK 


sizes 2-11. Full 
sizes, including full 
lined pouch to match. 
Kid and Cabretta, 
00 and $1.50, 
, brown, 

blue. 


Send for Catalog. P% ~ 
¥ _— ‘> 


THE DAVID SHOE MFG. CO. 
129 W. Central P’kway, Cin., 0. 








Do You Know? 

That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 





saver in meeting immediate needs. 
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Left——Mandel’s of Los Angeles finds the severely plain D’Orsay pump in good de- 

mand in satin, patent and kid combinations. At the extreme right is shown the 

same shoe, also from Mandel’s stock, trimmed with rhinestone or cut steel buckles 
which range in price all the way from $2 to $35. 


Left Center—Fancy oxfords find favor with the 


iers Bootery in 





s of P. 


Tacoma, Washington. They are selling in Marcella tan or black patent with either 
the high heel pictured or with Cuban heel. 


Right Center—Niederman of Philadelphia is pushing this front strap model of real 


alligator in an amber tan shade, 





trade, and by using leather laces as 
well as the heavy braid lace, it 
gives us four distinct showings on 
the two shoes. I believe that these 
are good numbers to retail as high 
as $8. 

“We have also noticed a decided 
trend toward black shoes, and in 
leathers for young men, Scotch and 
Norwegian grain in both black and 
tan seem to have the call. Combi- 
nations of calf and Scotch grain in 
both black and tan are good. 

“The better grades of shoes— 
shoes to sell from $10 up—are run- 
ning to fewer perforations and 
plainer shoes. There is a noticeable 
increase in the sale of black in 
these grades as well. Most shoes of 
the oxford type are selling very 
strong; although in the conserva- 
tive shoes of the plain type in 
lighter leathers, both kid and calf- 
skin are selling fairly well.” 


C. MICHAELS, the Boston 

@ Store, Milwaukee, says that 
patents are still the leaders in the 
ladies’ department, in the Colonial 
styles, with box and low heels. The 
black and tan Russians are also 
moving well with the same kinds of 
heels. Genuine alligators were 
stimulated by a sale and since then 
the volume on them has been satis- 
factory. Browns and tans are mov- 


The retail price is $14 per pair. 


ing very good with the blacks, al- 
though the latter are ahead in sales. 
Cherry patents have been good, and 
blue kids and suedes only fair. Mr. 
Michaels said he did not anticipate 
a heavy business. on suedes in Mil- 
waukee this season, although they 
are selling good in other centers. 


ANDEL’S of Los Angeles, 

Cal., wire that their: d’Orsay 
pump has been and still continues 
to be a big number with them. 

Pessemier’s Bootery of Tacoma, 
Wash., report that their fancy ox- 
fords have been very successful. 
This model still leads all patterns, 
with pumps close second. Black is 
their best color, with patent best 
material. 

L. Slesinger & Sons of Baltimore, 
Md:, report their English oxford 
selling very well. Patent sandal 
effect, black suede and reptile skins 
best sellers. Silver and gold san- 
dals, silver.and gold pumps with 
colored brocade inserts best for 
evening. 

W. Burr Dace of the College Boot 
Shop, Los Angeles, Cal., wire their 
cobra side ties very good both in 
black and Abbo patent, high and 
low heels. In fact, ties of most 
every type are favorite numbers in 
our group of stores. 
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What Is Selling 





Left—Coes and Stodder, Boston, feature the familiar Haig last in imported Scotch 
grain attractively finished with the -— pinhole perforations. The selling price is 
12.75. 


Center—The Park-Brannock Co., of Syracuse, N. Y., comes to bat with this blucher 
shoe, 


pattern which, while not exactly a two-tone 


is at least a two-grain model. 


Tongue, part of the vamp and part of the quarter are of grained leather, the re- 


mainder of the shoe being 


finish calfskin. 


Right—A. B. Young of Los Angeles pins his faith on what he terms “speedy shoes.” 


Here’s one which 


has made a hit with the geometric 


achieved by foxing 


pattern 
Brass eyelets complete the picture and the public is buying them at $6.50. 








From the “Orange Belt” 
of California 


OES it pay a merchant to “visit 

around?” Should a shoe man 
leave his store and get out amongst 
his fellews and see what is going 
on? The answer is, most emphati- 
cally, YES. Not only does it take 
a man’s mind off his business cares 
for a day but it is good for his soul 
to drive out into the great valleys 
and hills and see the works of man 
abetted by the All Wise. 

Recently your California editor 
accompanied by that excellent shoe 
man, Brown of the Glendale Boot- 
ery, made a little journey into the 
“Orange Belt.” Leaving the “fast- 
est growing city” early in the morn- 
ing we took the Foot Hills Boule- 
vard and drove through Pasadena, 
Monrovia, Glendora and into Up- 
land, the first scheduled stop. All 


picked and graded, great truck loads 
rolling to market. Vegetables and 
grain, hay and provender for win- 
ter feeding, riches and plenty. 


were pleasantly employed 

on the merchants of this busy little 
city which nestles in the lap 

Sierra Madres. big 


5 


The grades carried 








While this is a trading point for 
the ranchers it seems to be quite 
metropolitan in its merchandise. 
Goodban’s Brownbilt Shoe Store is 
doing nicely although opened but a 
few months ago. Mr. Goodban told 
us he had made a gain of more than 
50 per cent in sales of men’s shoes 
and that his general business was 
showing a nice increase. McClean 
has a nice little shop for repairing 
and sells some good specialty lines 
of shoes. Wilson’s Toggery also 
carries some men’s lines and is do- 
ing well. Upland is at the northern 
end of the famous “double drive”— 
a tree lined highway that runs 
south to Ontario, six miles. This 
famous street—for such it really is 
—was conceived by a pioneer more 
than forty years ago. There is a 
double driveway and a parkway in 
the center, down which the electric 
cars roll to the sister town. Great 
pepper trees shelter the road in the 
center and at the sides are tre- 
mendous acacias and eucalyptus. 
No wonder those people of Ontario 
and Upland are proud of their 
homes and of this wonderful ave- 
nue. 


RRIVED at Ontario, “lunch 

“stop,” as the railroad. men 
say, we parked under the shade 
of a great tree and feasted on 
products of the Orange 
we visited around. . 
Reid & Fluke, was 
glad to see us and told us 
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WHERE TO BUY 
Ballet Slippers 
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IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
ate 
15 pr. 
co. 
147 Duane St., New York, N. Y. 














LYONS AND COMPANY 
Hand Turn BALLETS 
Wo’s. Miss’. Chd’s. 
$1.50 $1.45 $1.40 






Also Hard Toes 
IN STOCK 
Bend for Samples 





128 Duane St. 
New York, N. Y¥. 

















EW 

and 

Improved 
Seft Tee: Child’s $1.15; 
Misses’ $1.20; Women’s 







1.25. 4 Too: Child’s 
Bs, lee — 


Alse Better Grades 
in Stock 


14 W. B’ wince York 
Bemoiea on Reowst everthing te Stipes 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bie2 Bik. Glazed Kid, Soft Tee 


ca 


Also Hard Tees 
epg nce ny | HERDER, Inc. 


241 Nov 1ith Street = Philetelphia, Pa. 
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WHERE TO BUY 


Miscellaneous ' 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe and 
Shoe Booklets 
201 South Street Boston, Mass. 
Telephone, LiBgrty 8673 
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WHERE TO BUY 


Women’s Novelties 
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Send for our Silent 
Salesman. $3 to $5 


Sellers! 
Correct Styles—Prices 
Right! 


Samuel Cohen Shoe 
Compan 
72-82 Linesin St. 
Boston, Mass. 





Latest Styles at 
Popular Prices 

fs ays in Stock. 
143 ST.~NEW YORK CITY 
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WHERE TO BUY 
Stylish Comfort Shoes 
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DR CAMPBELL’S 


HEALTH SHOE 


Ask to See Other 
New Styles 


Powell & Campbell 
122-124 Duane 
















No. 1710 Street, 
4 ae New Vor’ City 
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WHERE TO BUY 


Shoe Ornaments 
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MAZER BROTHE 
Newest Importations 
Cut Steel and Rhinestone 


SHOE ORNAMENTS“ 
Studded Heels — 
6°8 W.32ndSt.New Yor 
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WHERE TO BUY 
Cc hildren’s Shoes 
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“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, 


N. Y. 
Boston Office, 183 Essex Street 
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ness. This store is one of the pio- 
neers and has a great following. 
Lalone and Lowe’s store was show- 
ing a peppy lot of men’s shoes. 
Fallis Bros. seemed to be enjoying 
all the prosperity that could be 
wished for. At the big department 
store of Ostran we met some inter- 
esting people. 


N to the beautiful little college 

town of Pomona. Here we were 
greeted most cordially by Anson 
Thomas of the Triangle Shoe Co. 
Mr. Thomas is one of the directors 
of the California Shoe Retailers’ 
Association and one of the foremost 
shoe merchants of the Golden State. 
He and Brown immediately entered 
into discussion of lines and styles 
while the editor ranged about and 
renewed acquaintance with shce 
men of all degrees. Pomona has a 
large population of college youth. 
They want good shoes and they are 
getting them from the excellent 
stores there. Casey-Curtis Shoe 
Co. are showing snappy stuff for the 
boys and girls as well as fine lines 
for everyone. The Fashion Boot- 
ery, Mrs. deCaprio, proprietor, seems 
to be doing well at the Fashion cor- 
ner. The Orange Belt Emporium 
has a nice shoe department where 
“Queens” predominate. Norton & 
Son, after a short stay in Pomona 
have returned to their old stamping 
ground at Riverside. There are 


other shoe stores and departments in ‘ 


Pomona but we had still a long road 
ahead of us and regretfully bade 
goodbye to this charming place and 
wended our way west. 

As the shadows lengthened we 
drove over the summit and emerged 
from Turnbull Canon into Whittier 
Heights where we looked down onto 
the little city named after the good 
old Quaker poet. Whittier was 
settled by a colony of friends a long 
time ago and there is still quite a 
congregation of them in the sweet 
little city on the hillside. 

But I must digress from shoes a 
moment to tell you of the view we 
had from that summit looking back 
over the orange groves and valley 
ranches of the “back country.” The 
sun was just setting and the far off 
mountains were turning to Maxfield 
Parrish paintings. Down in the 
valley, two thousand feet below, the 
orange trees in stately rows, some 
blooming, some laden with golden 
fruit, spread out like a great green 


’ carpet with wide stripes where the 


rich soil of the land showed between 
the rows of trees. Here and there 
a stately ranch house loomed. On 
hillsides, terraced against the tor- 
rential rains that will fall later, 











other houses, quaint Spanish adobes, 
red tiled roofs, towering eucalyptus 
trees, avocados, live oaks, a picture 
to dwell in the memory forever. 

We missed seeing Edginton, the 
shoe man, but had a brief visit with 
Ray Brothers store. Van Bellen had 
a store full of customers so we went 
aboard the Haynes and sped away 
homeward. Back through San Ga- 
briel and the towns that nestle up 
to the very edges of Los Angeles, 
through Pasadena again and home 
at six o’clock. Covered 100 miles 
and called it a glorious day. 

Brown said it was well worth the 
gas and oil and the muscular effort 
of holding the wheel over the dis- 
tance. The editor thinks it was a 
day well spent and hopes to repeat 
it some day soon. 


Noted Stage Director to Guide 
Pageant 


St. Louis Pa- 
geant of Foot- 
wear Fashion to 
be held in St. 
Louis November 
29, 30, and De- 
cember Ist will be 
produced under 
the direction of 
Mildred Unland, 
well known as an 
impresario and 
stage director of 
entertainment. Her experience and 
training in this country fit her for 
the position, but to the 1926 Pageant 
she will also bring a wealth of ideas 
absorbed during a seven months’ trip 
abroad this summer. 

In London, Ostend and Paris she 
produced with the aid of Edward 
Dolly, prominent London stage di- 
rector and brother of the Dolly Sis- 
ters, revues for all of the outstand- 
ing night clubs of these European 
capitals of joy. Already she has ar- 
ranged to return to Europe next 
summer where she will resume her 
work associated with Edward Dolly. 
Miss Unland has already formed a 
ballet whose rhythm, grace and 
dancing ability will surpass this 
part of the runway entertainment 
revue of past seasons. 

The costuming, music, in fact the 
entire production is under her super- 
vision. A coordination of ideas in 
color, stage pictures and general 
entertainment will be the result of 
Miss Unland’s ability in building 
unique entertainment. The work 
under her direction is progressing 


rapidly. 





Mildred Unland 


November 20, 1926 
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RETAIL 








Your Training Fits 
You for Much Larger 
Opportunities! 


The better Retail Salesman you are, 
the better equipped you are to become 
a Potential Co-Partner and Manager 
of one of our Stores. 


The J. C. Penney Co. Operates 
745 Department. Stores—a 
Nation-Wide Organization. 








We are looking for Live, Energetic, 
Ambitious Men who believe in them- 
selves—are willing to invest THEM- 
SELVES—+to train for a Managership 
and Part-Owner of one of our Stores. 
We are constantly opening additional 
Stores. 





No Investment Required Except 
Hard Work, Ambition and De- 


termination to Make Good. 


If you believe in yourself and are interested 
in such an opportunity—if you are under 
35 years of age—experienced in selling 
either Dry Goods, Clothing, Furnishings or 
Shoes—of good habits and sound health, 
we would like to hear from you. 


An interview may pave the way to Success. 
Write for our booklet, “The Next Ten 
Years.”” It explains our plan in detail. 


A NATION-WIDE 
(jPenney INSTITUTION- 
enne yO. 


330 West 34th Street 1205 Olive Street 
New York City St. Louis, Mo. 








SALESMEN 
ye a ee 


BUCKLES 
Large or Small 


Rhinestones, Cut Steels, Imita- 
tion Steels, Ete. Bows, Fancy 
Laces, Pump Straps, and Other 
Novelties for Quick Shipment 


See Us at 
St. Leuis Pageant of 
Footwear Fashions. 


MAYFAIR HOTEL, Room 720 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 





















Rhinestone 
Clasps 
Doz. Pr. $4.80 






















The best argument we know of 
for Greeley Boudoirs is the exclu- 
sive stores which carry them. Al- 
ways in charming styles—always 
perfect in workmanship. This is a 
boudoir slipper which wins and 
holds trade. Can we send 
you samples and prices? 


A. W. GREELEY 


Manufacturer 



















































of the finest ma- 
terials and with 
superb  fittin 
qualities an 
strictly bench 

































100% PROFIT 


percentage of your customers need arch 
A tenes You can make a handsome profit selling— 


Mayer’s Corkushion cArch Supports 
Gomeiet& to quickly Joliere 5 foot and leg or fallen 


citataral anterior arch) bones. De net evaiess 
Corkushion wit 















Mayer’s h the 
scientific kind. Mayer’ made of pu: rk pees 
ye rere Teather, 


Write for iNustrat descriptive folder showing how you can 
poeta the lust — profits without adding to your overhead. 


UPPORT COMP. 
MATER ARCH §S R ANY 
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The Business Barometer 


Business Changes 


SAN Francisco, CaL.—Dr. A. Reed 
Shoe Co. of California, shoe manufac- 
turers, etc., incorporated with author- 
ized capital of $100,000. 

CHICAGO, Itt.—Frank Esposito 
(“Nobby Style Shop”) (2021 W. Mad- 
ison St.), shoes, ete., removed to 1110 
¢. Halsted St. and now operates under 
wife’s name—Josephine. 

Harry S. Sigele (Globe Department 
Store) (4257 Archer Ave.), shoes, etc., 
succeeded by Sigele & Friend. 

FAIRFIELD, ILL. — Emanuel Steiner, 
shoes, etc., succeeded by A. I. Steiner. 

OBLONG, Itu.—Bert Lewis (“Bert 
Lewis Clothing Co.”) (& Robinson), 
shoes, etc., discontinued at Robinson 
and reported now closing out at Ob- 
Ic yng. 

Gary, IND.—Carlton Shoe Co., shoes, 
incorporated 

Mason Criry, Iowa—J. T. Laird, 
shoes, succeeded by Laird Ludeman 
Shoe Co. 

Emporia, KAN.—G. W. Newman Dry 
Goods Co., Inc., shoes, etc., reported 
succeeded by Rorabaugh Paxton Dry 

Goods Co. 

Boston.—John Davis Stores, Inc., 
shoes, reported liquidating. 

L. O. Whitman Leather Co., Inc., 
leather, incorporated with authorized 
capital of $25,000. 

WATERTOWN, Mass.— Hood Rubber 
Co., rubber goods manufacturers, fe- 
cently increased capital. 

Wosurn, Mass.—Sherburne Bros., 
Inc., leather, recently incorpora 

WorceEsTEeR, Mass. — Altoon Avedice 
(wife of Michael G. ), shoe repairer, 
filed married woman’s certificate. 

SOMERVILLE, Mass.—Devon Shoe Co., 
shoes, incorporated with authorized 
capital of $5,000. 

MANISTEE, MicH.— Manistee Shoe 
Mfg. Co., Ine., shoe manufacturers, 
reported sold out to Advance Wool 
Skin Shoe_Co. 

FREMONT, NeB.—John ‘Sonin (& 
branch), shoes, etc., reported will close 
out branch at Grand Island. 

BROOKLYN, N. Y.—Koslow & Schnei- 
der (608 Woodward Ave.), seers. dis- 
solved fm sipoestiast succeeded by Meyer 
Schnei 

New York Crry.—Diana Novelties, 
shoe ornaments, etc., incorporated with 
authorized capital of $5,000. 

Long Wear Shoes, shoes, 
rated with authorized capital "ol 4, $5,000. 

Pellis, Inc., leather, etc., recently in- 
corporated. 

Paree Dress Shoe Shop incor- 
porated with authorized cage 

Syracuse, N: Y.— 

Departments, Inc., cane’ Gale 
Usen’s, ~ Inc.; 


- 
creased from "$10, 000 to Sond ae © 


Cincinnati, Onto. — David Frisch 





(Montgomery Shoe Co.) (3302 Mont- 
omery Road), shoes, succeeded by 
hen & Frisch. 
CONNELLSVILLE, Pa.—Davis Shoe 
Co., shoes, succeeded by Herman Cohen. 
PHILADELPHIA, Pa.— Sheehan, Inc. 
(8 S. 52nd St.), shoes, incorporated 
with authorized capital of $25,000. 
GREENWOOD, S. C.—G. A. Byrd Shoe 
Co., shoes, etc., reported closing out 
men’s shoe department. 


Normal 


~ The shoe business gen-—4 

erally, as shown busi- 
ness reverses and changes 
reported during the past 
week by the Shoe and 
Leather Mercantile Agen- 
cy, is normal. There were 
11 more reverses than 
were reported in these 
columns last week — the 
number being 26 for this 
week, against 15 for last 
week. But the number for 
this week were seven less 
_than were reported for 
the week ending Nov. 6. 
There are fewer new shoe 
stores than were r 

for the last two weeks by 
the Shoe and Leather 
Mercantile Agency. Busi- 
ness changes indicate that 
in cases where firms have 
gone out of business oth- 
ers have come into the 
field. There are nine new 
incorporations rep 

this week and two in- 
creases of capital stock. 


deste she 


Hickory Grove, S. C.—T. W. Wil- 
—- — a i gg will = 
continue oes an goods an 
handle hardware only. 

CLARKSVILLE, TENN.—L. A. Penne- 
baker, shoes, etc., rted sold out to 
Third Street Cash Shoe Store. 

RAcInE, WIs. — 2 agente Co. 
(not ed shoes, » reported suc- 
ceeded by D. A. eos "Shoe Co., Inc. 


Business Reverses 


W. D. Site, 
(Rayal Boot 8 Shop) (629 Nick St N. 

-), shoes, into 
bankruptcy.. 

MiaMI, shoes, 
ete., reported into bank- 
7 petitioned 








LOWELL, Mass.—V. Soukaras, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

LYNN, Mass.— Travers Shoe 


women’s shoe manufacturers, a 


assigned; later petitioned into bank- 
ruptcy. 
Israel Berman (75 Munroe St.), 


shoes, etc., reported petitioned into 
bankruptcy. 

LAWRENCE, Mass.—Bogerts Shoe 
Store (Harry L. Bogert), shoes, re- 
ported assigned. 

BROOKLYN, N. Y.—Style Turn Shoe 
Mfg. Corp. (232 Liberty Ave.), shoe 
manufacturers, reported petitioned in- 
to bankruptcy. Reported receiver ap- 
pointed. 

Hunter, N. Y.—Joseph Kestenbaum, 
shoes, etc., reported petitioned into 
bankruptcy. 

PENN YAN, N. Y.—James E. Nolan 
(12 Main St.), shoes, reported peti- 
tioned into bankruptcy. 

AMSTERDAM, N. Y.—Joseph H. Eis- 
enberg, shoes, reported petitioned into 
bankruptcy. 

BROOKLYN, N. Y.—Joseph Stein 
(2148 E. Eighth St.), shoes, reported 
petitioned into bankruptcy. 

Tuckman & Faber (Irving’s Soe 
Saratoga Ave.), shoes, re 
ing of creditors ye scheduled 

NEw ROCHELLE, oo Steirema: —= 
Inc. (Waldorf tnothes’ a BE Aber 
Main Street), shoes, etc., reported 
tioned into bankruptcy ; "reported } a 
ing to compromise at 40 per cent. 

New York Ciry.—Harry Gurian _= 
Rutgers Place), shoes, reported meet- 
ing of creditors called. 

Solomon N. Saed (490 Claremont 
Parkway) shoes, reported meeting of 
creditors called. 

CoALGATE, OKLA.—J. L. Bruce, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

PORTLAND, OrE.—E. C. Sadler Shoe 
Mfg. Co., shoe manufacturers, reported 
assigned. 


PHILADELPHIA, Pa.—Somerman & 
Friedman (460 N. Second St.), shoes, 
reported sold out by sheriff. 


SaLtem, OnI0.—Robert J. Chalfant, 
shoes, reported petitioned into bank- 
ruptcy. 

HAZLETON, Pa. — Penn 
Broad St.), shoes, etc., 
tioned into bankruptcy. 

Norristown, Pa.—S. Goldstein (215 
E. Main St. , Shoes, etc., reported peti- 
tioned into tey. 

JACKSONVILLE, TEXAS. — Greenberg 
Bros. (and same ys shoes, vn re- 

ported petitioned into bankruptcy 

ey ee Wasu.—Geo. F. Petter. 
son, shoes, reported petitioned 
bankruptcy. 


New Shoe Stores } 

F. Kocavide, Tacks mas kegueee 
Pt , Sweetwater, Tenn., 
Ww. re er a 
“yr. 
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POSITIONS WANTED _ 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


When advertisers desire answers to come in our care 

twelve words must be allowed for address. When ad- 

vertisers desire replies forwarded direct to their address, 

each word of their address must be counted in the ad- 

vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
i as amounts are too small to open accounts. 




































SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 




















TENN. TEXAS 
MISS. OKLA. 
ALA. ARK. 
GA. LA. 
FLA. 

KY. 

N. &S. CAROLINA 


SALES OPPORTUNITY 


for four live, experienced salesmen with established trade to sell 
a favorably known line of ladies’ welts and turns, including Ortho- 
tomic shoes, on the market for 40 years, in following territories 
on commission basis—limited drawing account: 


VIRGINIA MICHIGAN 
W. VA. ILLINOIS 
WASHINGTON, D.C. OHIO 
BALTIMORE IND. 

IOWA 

MO. 

NEB. 


STROHBECK, 325 JOHNSON ST., BROOKLYN. N. Y. 


SALESMEN WANTED 


We can use a few more “‘live 
wires” to sell our celebrated line 
of Men’s Dress Welts: If you are 
one of these, write quick stating 
experience and references. High- 
est rate of commission. Twenty 
samples. Sellers. Trade-makers. 
Territories not closed: California, 
Mountain States, Washington, Ore- 
gon, Kansas, Nebraska, lowa, Wis- 
consin, Missouri (except St. Louis), 
Alabama, Mississippi, Louisiana. 


MAULDIN SHOE COMPANY 
Highland, IIl. 




























SHOE SALESMAN 
Experienced, Wholesale 


One of the largest men’s shoe 
manufacturers. We will pay real 
money to real salesmen. Show 
us a record and we will pay you 
what you are worth. We want 
the best and are willing to pay 
for it. Replies held strictly con- 
fidential. Address C-474, c-o 
Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


The largest manufacturer of Children’s 
Shoes in New England 


is extending his distribution. 


A strong line of Growing Girls’, 


Misses’ and Children’s WELTS and flexible stitchdowns is holding 
the business of the largest buyers, and salesmen should quickly match 
the satisfactory earnings of our present representatives. Open terri- 
tories are: Wis., Minn., N. & S. Dak., Ky., Tenn., Carolinas, Ga., 
Fla., Ala., Miss., Mo., Ark. Live wire men with a following only 
need apply. 6% straight commission. Send complete references in 
first letter. Address Box C483, Boot & Shoe Recorder, 207 


South St., Boston, Mass. 























WANTED 
SHOE SALESMEN 


By one of the leading shoe manu- 
facturers of Cincinnati making 
women’s McKays and welts to re- 
tail from 97.00 to $10.00 for the 
States of Michigan and Wisconsin, 
where we have a large established 
business. Will consider only men 
who are now travelling in those 
States carrying similar lines and 
who have a good following. Will 
give attractive proposition to the 
right man. Address C-482, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











We are looking for salesmen 


in the following states, whole time 
or side line: Mississippi, Alabama, 
Tennessee, Virginia, West Virginia, 
Maryland, New York and New Eng- 
land states. New Line will be 
ready about January 15th. We 
make quality merchandise. We 
want quality salesmen. This year 
we will have numbers no other 
house will show in Style Service 
boots and shoes, and high grade 
Sport Footwear. Act quickly. 
Address C-477, care Boot and Shoe 
+ elgg 207 South Street, Boston, 
ass. 





LONG ISLAND 


Live shoe salesman wanted, who is well 
acquainted with the trade in Long Island 
territory. Established trade; wonderful 
prospect for a worker. 


Rice & Hutchins New York Co. 





S k, P Iva: Mic! Mon Indiana, 

, Pennsylvan ‘0, 

lowa, Neb Tapes.” Poste: Texas, 

Arkansas and jana. We are manufac- 

turers of one of the oldest lines of 
shoes—a real 












SALESMEN WANTED — Experienced _live- 

wire producers for the following territories: 
Ohio, Michigan and Indiana. Fast selling line 
of medium priced men’s dress welts. Give sales 
record and references when applying. E. B. 
PIEKENBROCK & SONS COMPANY, Du- 
buque, Iowa. i 















W 


ANTED—tThoroughly experienced shoe man 
for retail store by January 1st. Must be 
A-1 salesman and advertising manager. 
of references. $40 ry week and commission. 
Write to CUT RATE SHOE STORE, Con- 
sville, Ind. 


ALESMEN WANTED—Real producers in 


the following territories: 





IDE LINE men wanted for Michigan, North- 
S ern Ohio, on commission basis. on™ Se ; 


*s fast shoes 
me eats SHOE CO. Detsoit, Mich, 


November 20, 1926 
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SALESMEN WANTED 


AGENCY WANTED 








SALESMEN WANTED 











Following territories open: 


Minnesota 
Wisconsin 


Michigan 
Missouri 


INNA 





WANTED on commission, Salesmen to carry, 
as side line in Texas, about fifteen styles 
of popular priced up-to-date McKays, wood 
heel American Turn novelties; new styles furn- 


those selling large 


ished continually. a, 
Bartlett, Rampulla & 


city trade need apply. 
Kelso, Haverhill, 





Salesmen Wanted 


with established trade for the 
coming season to sell a real line 
of Young Men’s Genuine Calf Skin 
Shoes, $3.50 less 5%. Stock car- 
ried on floor. Sixteen samples in 
the line, everyone a fast seller. 
Will be on display Mayfair Hotel, 
Room 502, St. Louis Style Show, 
Room 1124, Chicago, National Shoe 
Retailers’ Convention, January 
3rd. Coble Shoe Company, Hum- 
boldt, Tennessee. 











EXPERIENCED salesmen to carry exclusively 
the snappiest and best value line of chil- 
dren’s Stitchdown shoes, oxfords and straps in 
the country. Want men well acquainted with 
the trade, who can show us by past experience 
that they are go-getters. Drawing account and 
traveling expense to apply against commission. 
Men to cover two or three States desirable. 
Give references and all details in applying. 
Address C-479, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Salesmen with established trade 
in the following States to travel out of the 
largest city in each State: Arkansas, Kentucky, 
Mississippi, Missouri, Nebraska, Tennessee. 
Liberal commissions and wonderful proposition 
for men of proven ability. Line consists of one 
fee fast selling women’s novelty Shoes at 
$2.85. as must accompany«application, 
otherwise will not be considered. ECIAL 
SHOE COMPANY, 1332 Washington Ave., 
St. Louis, Mo. 


A REAL OPPORTUNITY 


Salesmen wanted for exclusive representation of a line of Children’s Welts. 


Complete advertising plan. Shoes in stock. Only real salesmen with follow- 
ing need apply. Give complete details and references in first letter. 


Address C-464, c/o Boot & Shoe Recorder, 
189 W. Madison St., Chicago, IIl. 



















































WELL-KNOWN FIRM 
OF BRITISH SHOE 
FACTORS 


with large Warehouse in Leicester, 


Nebraska 
Kansas which is the centre of the Chain 
Oklahoma, Store Warehouses, are open for 
t a 
Se. ennsylvania S € LE 


DISTRIBUTIVE 
AGENCY 


of Well-Advertised Brand of Boots, 
Shoes, Slippers; Rubbers, etc., for 
the whole of Great Britain. Over 
5,000 active customers, with whom 
business can at once be introduced. 
Good opportunity for American 
Firm desiring to fix up with well- 
established firm of repute. 











LINE WANTED 


ANTED—Manufacturer’s line of snappy 

women’s novelties to retail at $4 to $6, 
for Eastern Pennsylvania territory. Prefer with 
stock proposition. Have established trade and 
wide acquaintance. Capable to produce with 
the right line. Also could handle a men’s line. 
Address C-476,- care Boot and Shoe Recorder, 
207 Sotth St., Boston, Mass. 


WANTED for New York State: Popular 
priced line of men’s or women’s shoes. 
Only established lines considered. Now rep- 
resenting one of America’s highest grade fac- 
tories. Age 32. Fine appearance, personality 
and ability. Confidential. Address C-478, care 
Boot and Shoe Recorder, 207 South St., Bos- 





Inquiries in first instance, in strictest 
confidence, to 


C-473, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 




















POSITION WANTED 








ton, Mass. 
ALESMAN wants out-of-town line of ladies’ FACTORY 34 ays, also. Turns open for ten 
Turns or fine McKays shoes for New Yor wom 
City. Have large following. Immediate busi- "i a . , rtments. Have ‘eth 
ness, best references. Address, M. COHEN, - and 90 — <n oe. eS dress 
98 Clinton St., New York, N. Y. oe care a ecorder, South 








ANTED ON CONSIGNMENT—Line of 
W men’s dress and work shoes for New York, FACTORY nt = seen and Buyer desires 
Brooklyn, Long Island and New Jersey terri- taint ee as Wille —— ng pen nar Sees - 
tory by selling organization of twenty-five men. right fine. Address C-472, care Boot and 


Can assure volume business to manufacturer 
of a fast sélling number. Want to trade with Recorder, 207 South St., ‘Boston, Mass. 


responsible house, prepared to make deliveries 
st all times. (Immediate action.) & 
HOE CO., 2 Fifth Ave., Brooklyn, N. Y. 








HELP WANTED 


SALES. MANAGER WANTED—Middle 
experienc salesman 








POSITION WANTED 





PrGATION WANTED—Salesman 37 years onreate in ladies’, misses’ and children’s Me- 
Sy following i in New England cohburs, Kay shoes. One knowing styles, lasts and gen- 
wh. a years’ sales experience with same experience of shoe manw busi- 


company. Can show excellent sales record. ness. Must be able to handle eg Pe 


Deshvoms of making a chan Sony ist with and stock d ng Give age, 
a reliable manufacturer. d C470, care 


Shoe St., B Hane eee San ae = i res 
Recorder, 207 South St., nd writi: z 
bere mak eptey - at corder, 207 “South St., Sean en: 











SALESMEN—We have splendid * line for 
wr note dress goods. Small sam- 
ples. F. R. UGHERTY & CO., 7 217 
Chestnut pa Pehitsdelnbia, Pa. 





WANTED-—Salesmen with established trade 

to represent us in Alabama, Arkansas, In- 
diana, a Kentucky, Minnesota, Missouri, 
Nebraska, and Tennessee. Prefer men who re- 
side and have headquarters in larger cities in 
these States. Line consists of fast Selling wom- 
en’s novelty McKays, priced at $3.15 to Lom tn 
Liberal commissions and wonderful proposition 
for men of wn Rew i References must: ac- 
company oe. erwise will not be con- 
sidered. S USTILES, Inc., 1330 Washington 
Ave., St. Louis, Mo. 








FOR SALE 


ar SALE—An established profitable shoe 
store in the best business section of Wash- 








FOR RENT FOR RENT 


FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


" C-475, Care Boot and Shoe Recorder 
J mw. 39th St, 9th floor, N. Y..N. ¥. 
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HOE 30,00 jean be, done by 
Soret 


3 Bog sad st 












MERCHANT NEEDS 





_ 
WINDOW 
DISPLAY F ee 


SEGALLé § SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
\\ SEND FOR CATALOG 











ESTABLISHED 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263- 271 LEXINGTON AVE, BRODKLYN, NY¥ 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 








aj made for 40 years 
i by the origina] in- 
| ventors. 

Made in all styles 

| to suit any shelving 
-| condition. 

mi Get our price before 
i placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


~ 4 = =) W - 1 
Phone WIiIS<¢ NSIN 8130 
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Saving Habit 
How a merchant starts each new 


salesperson with a pass book on 
a savings bank 


ERE is a 
merchant I 
know who rides a 
fine hobby. When 
he hires a new 
salesperson he 
hands out a pass 
book on a savings 
bank with a de- 
posit of ‘one dollar 
credited. Then he says: 

“I want to see this book once a 
month, hereafter, as long as you 
work here. Your future welfare with 
this store depends upon how many 
entries I see in this book. The more 
entries, the more you are worth to 
me. An entry of one dollar a week 
will just about get you by. Some of 
my salespeople deposit a dollar just 
to satisfy me. But they are not 
kidding me any. The more money 
you have in the bank the more pay 
you can hope to draw from this 
store. I know that a saving habit 
is the making of a good business 
man or woman. Now, it’s all up to 
you.” 

Some of you youngsters will say 
that such a procedure is impertinent, 
that it is an interference with your 
private affairs, that the boss has 
no business prying into your busi- 
ness. “Personal liberty” I think 
some of you call it. Well, if the boss 
takes that much interest in you it 
shows that he is human, lovable, 
kindly, and really wanting to see you 
grow. 

Look out for the boss who wants 
to keep you poor. He knows that 
the person who saves no money, who 
never is out of debt, who is always 
up against it, is the easiest to keep 
on a low salary. 

—Uncle Dudley. 


Controversy 
Is the life of the show game 


HE recent comments of Uncle 

Dudley in THE RECORDER seem 
to suggest something which may be 
rather more fundamental than the 
question of the fitting of shoes. In 
these comments he points out, by in- 
ference at least, a wide breach which 
exists between the shoe fitter and the 
orthopedic specialist, in that the 
former has to do with feet which 
merely “hurt,” and the latter at the 
other extreme, with feet which are 
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MERCHANT NEEDS 








THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Off.) 
The original and foundation size 
stick on which all shoes were first 
measured and lasted. 
MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 

RETAIL SHOE 

STORES USE 

No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 


ES SRE is ielelvielris irks seller) 











“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made whi is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Beg. U. ®& 





nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks clese to the in- 
sole. . 


Be sure and specify 
Genuine 
“MANCHESTER” 
eurved jaw when or- 
Write us direct if 


2NYW.- 
HM 


M dhe SJ be 
_ aH 4) 


Price, $4.00 
Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mase. ier Welake de. 
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WANTED TO PURCHASE 











HIGHEST CASH PRICES PAID 








of shoes or other BB a Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

682-624 Broadway, New Yerk, H. Y. 
Phone Spring 1443 
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Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
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and prevent vibration  Erechos 
a simple as A, B,C Unilize 
small space. Make top shelves 
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crippled. And Uncle Dudley does not 
propose just how this breach shall 
be filled. 

I believe that “crippled,” as it re- 
lates to the human foot, should prop- 
erly refer to a lack of normal use, 
and to a weakening of the foot so 
as at least partially to interfere with 
its normal functions. May it not be 
true in this sense, therefore, that a 
foot is at least partially crippled 
which habitually presents evidence 
of weakening, such as “fallen 
arches”; various distortions; 
thickening of the tissues from ab- 
normal pressures; and, finally, pro- 
nation, or in-rolling of the foot on 
its long axis, which is so prevalent 
as to be probably the most fre- 
quently-occurring of all foot defects? 

The shoe or foot fitter is quite as 
helpless to apply a remedy as is the 
orthopedic specialist, which remedy, 
in my humble opinion (I know but 
little about feet after my twenty or 
more years study of them) seems to 
rest more with the decisions of the 
shoe manufacturers, such as may be 
arrived at during the coming style 
conference in New York. 

With this conference there is an 
opportunity for.decisions which may 
work for a change in the existing 
order; or, obviously, they may not. 
In the proposed charting of the 
needs of the American public as to 
footwear, I believe there should be 
considered first of all the anatomical 
needs of the foot and its adaptation, 
or lack of adaptation, to certain 
types or styles of footwear, so far 
as these adaptations may be de- 
termined. 

Here, then, is a constructive sug- 
gestion to the delegates. The primary 
defect of foot function, and the one 
on which most of the other acquired 
defects are based, is pronation. 
From the standpoint of anatomy and 
of foot mechanics, every shoe, in my 
again humble opinion, either to an 
extent prevents, or else actually in- 
duces, pronation; and this is the one 
fundamental by which a shoe, style 


a style of footwear. 
it isn’t; and that’s that. 
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WANTED TO PURCHASE 








CASH PAID 


Kalter Cerf. Mercantile Co., Inc. 
591 » New York City 
Phone Canal 6940-6941 -6942-6943 











Sell Us Your Left Over 


New Yor« Export Purcnasine Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











this region is functioning properly, 
there cannot be an in-rolling of the 
foot over the “pronation line” (the 
long axis of the foot), and the re- 
sulting condition of foot pronation. 

“IT have long believed that foot- 
wear is a vitally important problem 
in man’s adaptation to the foot-down 
posture, and therefore to his en- 
vironment. Shoes, it would seem, 
either aid in this adaptation, or in- 
terfere; and their utility depends on 
whether the foot, in any particular 
type or style of shoe, balances or 
pronates. 

“This latter problem, then, ap- 
pears to me to be at once the oppor- 
tunity and the responsibility of the 
style conference to decide. It is a 


“What is ‘style’ in shoes, anyway? 
“Norman D. Mattison, M. D.” 


Barnet Hoofers to Strut 
Their Stuff, Nov. 23 


New YorkK—To wear out their shoes 
and help make more business 
leather tanners, the 








108 BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHoE Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


KEEP YOUR FEET YOUNG What Merchants Say 
SELL THE SHOE MERCHANT A COLOR- 
FUL SPRING Regional Interpretation 
New England Starts Campaign 
to Make Color Profitable 
ON THE HAND OF FASHION The New Shoe of the Week..... 
Another High Style Tip 


SHOE SHOCKS Charlie Petot Gives One 
Opinions of the Editor 


FAcT First, SPRING 1927 St. Louis Prepares 
A Styleful Spring, a Colorful 
Spring and a Profitable Spring 


‘Every ZONE STYLES ITs OWN. At the N.S. R. A. Style Show.. 


KEEP THE WOMEN AWAY While “Old Man” Gets Fitted... 
It’s Easier to Sell Dad When 
Mother Isn’t Around 


O. P. I—OrTHER PEoPLE’s IpEAS... Harry R. Terhune....... 
A Flock of Real Money Making 
Ideas That Have Been Worked 


RETAIL SHOE SALESMEN News and Features 
A Section Devoted to the Interests 
of the Retail Salespeople in the 
Stores 


SHOE MERCHANTS’ NEws.... What’s Doing in the Trade 
Among the Manufacturers 
Helen M. Haney 
By Telegraph 


Quick, Live Information on Fast 
Moving Shoes 


OTHER REGULAR FEATURES 
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BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H.. 1 


Baker, Geo. W., Shoe Co., Brooklyn, N. Y. 62 
Barney’s, New York City 

Bell Bros. Shoe Co., Biddeford, Me 

—"" Slipper. Co., Ime., Brooklyn, 


Blog Shoe Co., New York City 

Brockton Co-operative Boot and Shoe Co. 
Brooks Shoe Mfg. Co., Phila., Pa 

Burdett Shoe Co., Lynn, Mass 


Clapp. Edwin, & Sons, Inc., E. Weymouth, 
Ss. 


Clayton Shoe Co., Chicago, Ill 
Clinton Shoe Mfg. Co., Clinton, Iowa 
Cohen, Samuel, Shoe Co., Boston 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 


Converse Rubber Shoe Co., Malden, Mass. 
Coon, W. B., Co., Rochester, N. Y 
Crosset, Lewis A., Co., No. Abington, 


David Shoe Mfg. Co., Cincinnati, Ohio... 
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Duane Shoe Co., New York City 
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Fisher, A., & Son, Inc., Stoneham, Mass. 28 
Freeman-Beddow Shoe Co., Beloit, Wis. .36-37 
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Packard, M. A., Co., Brockton, Mass..... 96 
Paristyle Footwear Mfg. Co., Inc., Brook- 
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Portage Shoe Mfg. Co., Milwaukee, Wis.. 40 
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E beauty of ankles deserves 

national recognition—there is an 
ankle appeal that gives to women of 
all ages eternal youth. 














ATTLE for supremacy—the 
fight at retail to get the pub- 
lic’s dollar. 
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